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an important aid. 


May we send you copies? 


FIELD CONTROL DIVISION 


H. D. Conkey & Company — Mendota, Illinois 


AFFILIATES 
Conco Building Products, Inc. — Brick, Tile, Stone 
Conco Materials Handling Division — Cranes, Hoists 


_ allation Gui de B if teld Spartan Tool Division — Sewer Cleaning Equipment 
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How Ap) builds a “warm attachment” 
for your space heaters... 
wall heaters ... furnaces 


THE RIGHT 
ACCESSORY FOR 
EVERY CUSTOMER 


Operating flexibility is one of the most important 
selling points of any heating equipment. That’s 
why it’s wise to stock A-P single-unit gas controls 
for the added flexibility of easy conversion to auto- 
matic operation. By simply attaching any one of 
six different types of thermostatic accessories to 
the basic valve, you can install the exact tempera- 
ture control to satisfy any customer’s comfort or 
budget need. A screwdriver and a few minutes’ 
time do the job with no need to break the line or 
disconnect the valve. Write today for complete 
details on this amazing flexibility. 








EM ELECTRO-MAGNETIC OPERATOR 
with wall thermostat. Has a quiet 
snap action. Completes the con- 
trol package for space heaters, 
wall furnaces, central heating 
units. 115 or 24 volts AC. 


MT MODULATING THERMOSTAT — 
Thermo bulb modulates flame be- 
tween high and low fire. Main- 
tains constant comfort despite 
fluctuating outside temperatures. 
No wiring. Completely mechanical. 

















MTS MODULATING SNAP THERMO- 
STAT — A sensitive thermo bulb 
and capillary tube provides the 
advantages of remote control 
operation but requires no wiring. 
Snaps on at high fire. Modulates 
between high and low fire. Si- 
lently snaps off when low fire is 
no longer needed. 



































Se coorctes hactes hon 5112 MODULATING SNAP THERMO- 
MS ots foe gee || STAT — Gives Modulating temper- 
a a ~ pl: » gg |, ature control between high fire 
eric «oct ppeeicn sab || and low fire. When ambient tem- 
ooking ll gate cbtetaet “perature around sensitive thermo 
stat; Wanslormer, wire and staples bulb drops to point where the 
bulb calls for heat, valve snaps 
on to high fire. When modulating 
low fire is no longer needed, 

valve snaps to off. 


5110 SNAP THERMOSTAT — Snap 
on/off mechanical type gives 
temperature control between high 
and off — silently snaps off when 
low fire is no longer needed. No 
wiring required. 


Creative Controls for Industry 


'©-7 CONTROLS COMPANY OF AMERICA 


Te 2452 WN. 32nd Street © Milwaukee 10, Wisconsin 
COOKSVILLE, Ontario © POSTFACH 313, ZUG, SWITZERLAND 
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with extra quality features 
that give you more to sell 


MUELLER CLIMATROL 


Gas Suspended Unit Heater 


PROFIT FROM SALES 
AMMUNITION LIKE THIS! 


® Improved design — inside and out 


® All-welded, tubular-design heat exchanger 
— no leakage, wear, expansion-contraction 
noises 

® Triple-duty hanging brackets — easy 
hoisting and hanging with bracket bar 
Rustproof, insulated cabinet with baked- 
enamel finish inside and out 
Cast-iron drilled-port burner — safe, 
silent, service-free 
Automatic fan and limit control — fan will 
never blow cold air 
Manual pull-chain switch for ventilation 


without heat Nine models from 25,000 to 225,000 BTU/hr. 

High- or low-voltage controls available A.G.A.-approved for use with Natural, Mixed, 
Manufactured, or Propane Gases. 

Safe up-draft design — no trapping flue gases 

All models in stock for immediate shipping 


Shipped completely-assembled, pre-wired 
and test-run. 


TAR Climatrol 
Ask your Mueller Climatrol representative M uel ler | ma [0 ‘ 


for further information or write today. ee oF we ea” 








2033 W. Oklahoma Ave. 1024 Westminster Ave. 2490 Bloor St., W. 
Milwaukee 1, Wis. Alhambra, Calif. Toronto 9, Ont. 


AMERICA'S MOST COMPLETE LINE —CLIMATE CONTROL FOR HEALTHFUL LIVING 
GAS AND fj HEATING- i | - GAS AND OIL ae 8 | } 
OIL WINTER GA§ AND } SYSTEM SUMMER AIR }  SONVERSION \ \ HEAT PUMPS | 
AIR CONDITIONERS | Ol BOILERS | = = HUMIDIFIERS CONDITIONERS “S_!) @URNERS ss! ae a! 


AMERICAN ARTISAN, Decemper 1959 





the editor's 
notebook 








Thumbing Through 
This Month's Artisan 


... we ask Herb 
Gilkey of NWAHACA, 
“What's New in Heating?” 
and get some thought-pro- 
voking answers based on 
close scrutiny of develop- 
ments and trends, and Mr. 
Gilkey's interpretations of 
the requirements for satisfac- 
tory winter air conditioning. 
Adhering to the ASHRAE 
definition of air conditioning 
in terms of winter comfort, 
we study the characteristics 
and qualifications of such de- 
velopments as thermocatalytic 
reactors, thermionic conver- 
sion and induced draft com- 
bustion, all of which are well 
into or beyond the experi- 
mental stage. We review fa- 
miliar devices such as the 
heat pump, electric resistance 
heating systems and electro- 
static air cleaners which are 
already factors in the heating 
market, and we study ad- 
vances in established heating 
system components to com- 
plete the picture of tangible 
factors before turning to the 
systems 
month. 


themselves next 


Steeple 


. and we solve 
an economy problem for a 
building committee with a 
sheet metal contractor whose 
Prefabricated Metal Steeple 
Fits Church Budget when a 
job-fabricated and erected 
spire would have been too ex- 
pensive. We follow the 40 ft 
steeple through the shop 
from specifications to assem- 
bly, noting the economy 
measures developed, and we 
accompany the completed 
unit to the job site where it 
is hoisted with a crane and 
secured to the roof. We in- 
spect the steeple details and 
erection procedures with an 
eye on the possibility of pro- 
moting such units as specialty 
products. 





—— ED 


Architectural Grilles 


for every type of 


LATTICE PATTERN — 34" Square 


installation 


57% Free Area 



























































DESIGN C 
73% Free Area 


Getting exactly what you want is no problem when 


you specify A-J Architectural Grilles. There are practi- 


cally no limitations on size and 


your exact order from steel, aluminum, bronze, monel 


grilles can be made to 


or stainless. Available in slotted designs B, C and D, 


and square meshes of '/2", 5", 


¥%," and 4". 


NEW FROM A-J! Design E Convector-type grille with 
vertical pencil-proof slots for cooling or heating outlets, 
return or exhaust application. Free area 54%. May be 
installed in sills, sidewalls, ceilings or floors. Available 
in steel, aluminum, stainless or bronze. 


Send for FREE A-J Catalog 


that contains complete 


A-) MANUFACT 


Dept. A-12 3601 E. 18th St. 


specifications. 


URING CO. 


Kansas City 27, Mo. 
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. . we answer the 
prospect’s question, ‘What's 
in it for me?” and thereby 
close more sales when we 
Sell Benefits, Not Features. 
We review the accomplish- 
ments and weigh suggestions 
of prominent people who 
have proved the importance 
of translating technical prod- 
uct features into vivid pic- 
tures of personal benefits. 
We study some actual facts 
about certain products and 
convert them to selling 
points which will appeal to 
the prospect's personal 
drives, and we recognize the 
importance of psychology in 
building a sales presentation 
that will hit its mark. 


Skill 


. and we organize 
an imaginary air condition- 
ing business which can legit- 
imately make the offer: For 
Sale—Equipment and Know- 
How. We add up the installa- 
tion and service talents we re- 
quire to do the quality work 
we propose to promote, and 


we consider the problems to 


be expected in new and ex- 
isting residences which rep- 
resent our market. We focus 
our attention on the services 
we can render architects, gen- 
eral contractors and home- 
owners, and review accepted 
survey and design pro- 
cedures, weighing distribu- 
tion, installation and follow- 
up problems and the other 
factors which can affect the 
future of our business. 


Why One Dealer Goes 
To State Conventions 


AT THE ANNUAL convention 
of the Illinois Sheet Metal 
Contractors’ Association, one 
dealer-contractor in a floor 
discussion said: 

“I’m the only dealer-con- 
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Power flanging 
made easy, 
fast and 
automatic 

with the 


Straight or irregular, inner or outer radii down to 3%” — 
the Auto-Guide turns out a perfect flange every time. 
Simply turn up a “starting flange” in the table slot, a 
start the metal through and let go... the Auto-Guide LOCKFORMER 24 
does the rest! 

It follows any edge you feed it—automatically—or lock 
out the automatic feature to run a radius as small as 
1%”. Just “dial” the gauge of material you’re working— 
this is the only adjustment you ever need to make on ... ON ITS OWN 
the Lockformer Auto-Guide Flanger. a 

Capacity is 20 gauge or lighter to make flanges approx- 
imately 7%” outside height at 16 to 18 feet per minute. 
One model fits your Lockformer 20 or 22; another the 
Lockformer 24. A special power unit makes it a complete, 
self-powered flanger that can even be taken to the job. suse ano An 
A floor stand takes it off the bench. STAND 

e 
Need more information? ...Drop us a line. Ask for the latest 
Lockformer Catalog of Sheet Metal Machinery, too. 


® manufactured by 
TOCKFORMER THE LOCKFORMER COMPANY 
Dept. A, 4615 West Roosevelt Road, Chicago 50, Illinois 


TIME SAVING, MONEY MAKING EQUIPMENT In Canada: Brown Boggs Foundry & Machine Co., Ltd., Hamilton, Ontario 
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tractor from my city attend- 
ing this convention. I believe 
the reason for this is that the 
information I obtain here 
cach year has helped me keep 
my prices up which enables 
me to earn a good profit. Be 
cause they don’t come, my 
competitors are unable to 
earn the same percentage of 
profit that I do. That's why 
they had to stay at home and 
work, while I’m here learning 
new and better ways of im- 
proving my business.” 

This point of view has a 
lot of merit to it. Many con- 
ventions and meetings held 
throughout the country pro- 
vide clues to help dealer- 
contractors overcome their 
specific problems 


AMA To Study Two More 
Management Frobiems 


Ir’s GOOD to see investiga- 
tions undertaken to improve 
management techniques. I've 
recently learned that Ameri 
can Management Association 
has scheduled investigations 
into two important subjects. 
These are: 1) a study of the 
planning, administration, and 
control of capital expendi- 
tures (which will of course 
include small as well as large 
business) and 2) a study of 
the use of management con 
sultants by industry 

When the results of these 
studies are made available, 
I'll let you know how to go 
about obtaining copies so 
that you may follow those 
recommendations that will 
help improve the profit po 
tential of your particular 


business 


Air Conditioning 
Scholarship Set Up 


RECENTLY I learned that an 
annual $500 college scholar- 
ship is to be awarded each 
spring to a student planning 
to enter the field of air con- 
ditioning and heating. This 





' 





for your gas 
use... 


eg 


appliances 


simplicity 
convenience 


dependability 


e Engineered and fabricated to fit | 


any gas fired unit and become a 
component of your equipment at a 
surprisingly low cost. Modern Lighter 
Tubes are widely accepted by man- 
ufacturers and utilities. 


ATTENTION ENGINEERS — 


NOW ... Modern Lighters, Inc. has 
developed a new “carry-over” tube 
for sectional burners . . . approved 


and accepted by leading manufac- | 


turers. Send for complete informa- 
tion and samples. 
(U. S. Pat. No. 2728384, Can. Pat. No. 566970) 


= MODERN LIGHTERS 


Bee So ok a ee eB 
Northville, Michigan 
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scholarship, offered by the 
Hugh H. Logan Foundation 
of Glendale, Calif., is for stu- 
dents attending California 
State Polytechnic College. 

I would like to see more 
such scholarships awarded to 
young men planning to enter 
the heating and air condition 
ing field, so that our industry 
might benefit by specialized 
training as do so many other 
industries. 


Take Advantage Of 
Changing Conditions 


SPEAKING at the annual 
spring meeting of the North- 
american Heating and Air- 
conditioning Wholesalers, 
Stanley Mosk, attorney gen- 
eral, State of California, 
quoted Margaret Mead: ‘No 
one will live all his life in 
the world into which he is 
born, and no one will die in 
the world in which he 
worked in his maturity.’’ 
These few words certainly 
spell out the ever-changing 
way of life and outline the 
necessity for alertness to 
small changes that are taking 
place daily, not only in our 
personal lives but in the pro- 
fessional part of our lives. 
If, as businessmen, we can 
recognize these changes and 
make them work for the 
benefit of our companies 
rather than have them work 
against us, we are making a 
contribution both to the heat 
ing and air conditioning in- 
dustry and to our companies 


How Fast Is Nation's 
Economy Growing? 


A FEW YEARS ago if you 
called a man a “‘five percent- 
er” you meant that he was 
peddling influence in high 
government offices for a com- 
mission, This term is now be- 
ing applied to persons who 
think that the nation’s econ- 
omy will grow annually at a 
rate of five percent, not three 
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Architect: William B. Tabler, New York, N. ¥Y., Ductwork Fabricator: Limbach Company, Pittsburgh, Pa. General Contractors: Turner Construction Company, New York, N. Y. 


(iss) Galvanized Steel Sheets make strong, 
low-cost ductwork in the new Pittsburgh Hilton Hotel 


Ductwork for the new Hilton Hotel in Pittsburgh is being fabricated from 
USS Galvanized Steel Sheets by Limbach Company. Galvanized steel was 
specified for this job because of its strength and economy. USS Galvanized 
was selected because of its consistent high quality. Because USS Galvanized 
Steel Sheets are strong and rigid, lock joints stay tight—less soldering or 
riveting is needed. The rigidity of the steel reduces flutter and vibration and 
allows longer spans with fewer supports—this makes installation quicker 
and easier. 

USS Galvanized Steel Sheets are easy to form. Even with severe shaping, 
the zinc will not flake off the base metal because USS Galvanized Steel 
Sheets have a tight, uniform bond between zinc and base metal. 

Save money and improve the quality of your ductwork. Specify USS 
Galvanized Steel Sheets for your next job. USS Galvanized Steel Sheets are 
available from local steel service centers. USS is a registered trademark 





United States Stee! Corporation — Pittsburgh 
Columbia-Geneva Steel — San Francisco 
Tennessee Coal & Iron — Fairfield, Alabama 
American Steel & Wire — Cleveland 

United States Steel Supply — Steel Service Centers 
United States Stee! Export Company 


United States Steel 
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percent as do those who be- 
lieve it is umsate for the 
economy to move ahead any 
faster than that 

Any way you look at it, 
both three percenters and five 
percenters are optimist i< 
about the direction business is 
taking and the rate at which 
it is going. (Editor's thought 
for the day: Do your future 
plans include a 15 to 25 per- 
cent increase in business po- 
tential during the next five 
years?) 


Finds It's Safer 
To Work Than Worry 


THOosk of you who know 
Reggie treasurer, 
Northamerican Heating and 
Airconditioning Wholesalers 
Association, and president of 
the Van Nuys, Calif., whole 
saler firm, Climate Distribut- 
ing Co., may have wondered 
at times why he never appears 
to be worried. I found the 
answer not long ago when | 
visited him 


Hesling, 


Over his city 
service counter is a sign with 
this message: “Worry kills 
more people than work be 
cause more people worry.’ 
Reggie would rather work 
than worry, and his is a good 
example. 


Credit Knowledge 
Means Better Sales 


THE MODERN credit manager 
has come into his own in to- 
day’s business picture because 
he now is as much a part of 
the sales department as the 
sales manager himself. It is 
his cooperation and his will- 
ingness to work hand in hand 
with the salesman that helps 
a company to grow. The im- 
portance of a good credit 
manager was recently out- 
lined by Ralph T. Brinneman, 
The Majestic Co., to a group 
of dealer-contractors attend- 
ing a sales-service meeting. 
Mr. Brinneman said, ‘How 
does credit knowledge help 


10 
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AIR-EASE 





GAS AND OIL FIRED 


COUNTERFLOW 
UNITS 


for years 

of carefree 
and efficient 
operation. 


BUILT 

by experienced 
furnace men 
who know 

the business. 


eee designed, 


STYLED 

for beauty 

to attract the 
discriminative 
home owner. 


PRICED 


for profits 
in today’s 
competitive 
market. 


engineered, 


and built for 


quiet, comfortable, 
carefree heating 


WRITE FOR 


Information 
and name 


of nearest 
distributor 


THE JOHNSON FURNACE COMPANY 


2129 WEST 117th STREET 


CLEVELAND~-11 


OHIO 
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create sales? Frankly speak- 
ing, no one can_ honestly 
make a sale without having 
credit knowledge. By using 
your credit tools, you don’t 
get the lagging “receivables” 
that tie up working capital. 
Don’t install the work and 
then check the account. Get 
this dene before the work 
starts and know where you 
are going.” 

Mr. Brinneman gave 16 
rules for good credit selling: 

1) Know your customer 
before extending credit. 

2) Insist on 
and investigate 
tending credit. 

3) If a prospect hesitates 
to give you references, then 
you should hesitate to sell to 
him. 


references 
before ex- 


4) Explain the necessity of 
knowing when to expect pay- 
ment so that you can know 
when to meet your own obli- 
gations. 

5) Tell customers that by 
paying your own bills 
promptly you are able to buy 
at better prices and can pass 
savings on to them. 

6) Send statements out 
promptly and regularly. 

7) Insist on full  settle- 
ment each month or see to it 
that arrangements are made 
for the balance. 

8) Don’t let customers tell 
you when they want to make 
payments ; that is your job. 

9) Don’t be satisfied with 
the mere financial rating of 
your customer; learn some- 
thing of his character and 
general reputation. 

10) Study your customer 

don’t trust those that leave 
bad impressions. 

11) Have the courage to 
say ‘no’. 

12) Don’t give up on col- 
lections of old accounts. 

13) Personally examine 
uncollectable account 
and insist on a reason why 
the payment was not made. 

14) Help 


every 


eliminate the 
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Roberts 
Unitrol spz 


The surest way to thaw extra profit out of space heater appliances is to specify 
controls that operate dependably to safeguard your product reputation and cut 
service costs. The Robertshaw Unitrol 1108 provides dependable, low cost return 
air sensing element operation. The new Unitrol 110SR combines the economy and 
dependability of the 110S with the increased burner efficiency provided by a built-in 
pressure regulator—plus compactness! The Unitrol 1000 provides inventory-saving 
change-over units for manual, automatic, and wall thermostat operation. 


CONTROLS COMPANY ) 
GRAYSOM CONTROLS DIVIGION, LONG BEACH. CALIF« 
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deadbeats by giving careful 
and prompt attention to re- 
quests for credit experience. 
15) Use and boost your 
local credit bureau. 
16) Be sure billings and 
bookkeeping are correct. 


Successful Business 
Must Answer a Need 


HERE'S ANOTHER SBA “rule 
to manage by”: 
Small Business 
Administration 
Washington, D.C 
Dear Mr. Barnes: 

One question I'm often 
asked is, “What constitutes a 
successful business ?’’ I usual 
ly answer this by asking, 
“How do we measure suc- 
cess?" 

First of all, any business, 
large or small, exists because 
its products and services meet 
the need of the consuming 
public. There are over 175 
million individuals in the 
United States today, each 
with his own ideas of what 
he needs and wants, how bad- 
ly he wants it, and what he is 
willing to do to get it. More 
important, these needs are 
changing. The things a per- 
son bought yesterday may not 
find any buyers today and the 
products he will be willing to 
buy tomorrow may not be in 
existence today. Here lies one 
of the greatest risks of busi- 
ness a very important risk 
to small business. Therefore, 
the first element in the suc- 
cess of any business is that it 
produce a product or service 
for which there is an inherent 
need among a_ significant 
number of consumers in the 
market area. 

Second, this product or 
service must be made avail- 
able to the public at a time 
when they are willing to buy 
it. Styled products have to be 
brought on the market at the 
precise time that consumers 
are ready and willing to buy 


THE JOCKFORMER 


BAND SAW 





saves up to 
90% labor over 
hand cutting 
methods 


oe Se 
= 2 


outperforms 
band saws 
costing three 
times as much 


built for 
heavy duty 
production 
shop 
cutting 


The Lockformer Band Saw 

with % hp. motor will match 

or surpass performance of costlier saws with ratings 
up to 1% hp. That’s because V-Belt drive with con- 
ventional sheaves eliminates power-robbing speed 
reducers, provides blade speeds of 100, 600 and 
3000 fpm. for cutting forgings, bars, stacked bronze, 
brass, copper, aluminum and steel sheets, plates, 
stainless, wood and plastics. 

Simple, rugged, compact—sealed ball bearings 
lubricated for life, cemented carbide blade guides. 
Perfect blade control—no twisting. Frictionless final 
drive chain—no chatter, no slipping. 

Fast, accurate cutting on three-wheel Lockformer 
Model 24S with 24” throat; two-wheel Model 14SM 
has 131%” throat. 


More facts? Attachments? You Bet! Just ask... 


AA ILLAS YS 


TIME SAVING 
MONEY MAKING 
EQUIPMENT 


THE LOCK FORMER oc. 


Dept. A, 40615 West Roosevelt Road 
Chicago 50, Illinois 


in Canada: Brown Boggs Foundry & Machine Co., Ltd., Hamilton, Ontario 
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and use that particular style. 

Third, every successful 
business has to have experi- 
enced workers, qualified to 
produce and distribute the 
products involved. This 
means careful selection, ade- 
quate supervision — usually 
by the owner-manager — 
and sufficient returns in 
money and social satisfactions 
to keep them working and on 
the payroll. A high turnover 
in employees is a great drain 
on the profits of any small 
business. 

Fourth, a successful busi- 
ness must be a profitable busi- 
ness for its owner. Sometimes 
profits can be anticipated in 
a growing business. Some- 
times there are circumstances 
when profitless operation can 
be carried on for a time. But 
by and large a small business 
cannot be called successful if 
its return to the owner is lit- 
tle more than a salary, or pos- 
sibly not even that. 

And finally, a business, to 
be successful, must be headed 
by a person who has what is 
called management “know- 
how” or is capable of secur- 
ing it rapidly. This “know- 
how’ can be attained intui- 
tively, by experience, or by 
observing others who have it. 
But without this “know-how” 
no business can last long and 
continue to pay salaries and 
earn a profit. 

Sincerely, 

Wilford White, Director 
Office of Management 
and Research Assistance 

Now that Mr. White has 
placed the owner of a busi- 
ness in perspective, next 
month he will point out sev- 
eral ideas that will help a 
dealer-contractor improve his 
management techniques. 
Watch for his “rule to man- 
age by’’ in January. 


EDITOR 
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STAINLESS STEEL DUCTS 
AT HARVARD PROTECT 
AGAINST CORROSION 


New steels are 
born at 
Armco 


Sections of stainless steel ventilating system for medical research building are fabricated 
in shop (left), then moved to job site for installation (right). Sheet metal contractor: New 
England Engineering Company, Medford, Massachusetts. 


In ventilating the recently completed Anatomy and Pharmacology Research build- 
ing at Harvard Medical School, officials wanted a duct material that would last 
the life of the building. 

This is why more than 30,000 pounds of Armco 18-8 (Type 302) Stainless 
Steel was fabricated into the ventilating system of the new building. With stainless 
steel, school officials can be assured of long service life with little or no maintenance. 


CONTACT YOUR DISTRIBUTOR 


Whenever you have a similar ventilating job or one where corrosion might be a 
hazard, call your nearby distributor of Armco Stainless Steels. He will be glad 
to consult with you on the grade and gage of stainless for the job. 

In addition, he can supply you the stainless you need in the most economical sizes 
to meet your requirements. If you don’t know his name, just write Armco Steel 
Corporation, 3139 Curtis Street, Middletown, Ohio. 





ARMCO STEEL 
\ cosmo} 


RMC Armco Division + Sheffield Division * The National Supply Company +» Armco Drainage & 
Vi Metal Products, Inc. * The Armco International Corporation + Union Wire Rope Corporation 
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METALBESTOS 


NOW LISTED FOR IN-WALL CONSTRUCTION 


Metalbestos offers two complete systems for in- pense of furring! Provides everything needed, 
wall gas venting —without the necessity or ex- from draft hood to ‘‘bird-proof’’ Belmont top... 


In 2° x 4° Walls 


In 2” x 6” Walls seranes: 


A COMPLETE SERVICE 


For complete product line description and installation 
details (Bulletin 102), contact your Metalbestos sup- 


plier. Ask him, too, for the Metalbestos Gas Vent Tables, 
the easy-to-use design guide for correct gas vent instal- 
lation — available free of charge. 


Se ie oa oe a 
WILLIAM WALLACE COMPANY, BELMONT, CALIF. 


MANUFACTURING PLANTS IN BELMONT, CALIF., LOGAN, OHIO 
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WORK 0 
COLDEST DAYS! 


: Instant Heat — anywhere 











JOHN WOOD ALL-PURPOSE 
PORTABLE HEATER 


Just flip a switch for forced super hot air in buildings under 
construction, for plumbing and heating roughing-in or repair 
jobs, warehouses and all emergency or temporary heating 
jobs. Exclusive design eliminates smoke, visible flames and 
odor. Burns kerosene, #1 or #2 diesel or fuel oil. 





® 


closes the gate 
on competition! 


UPFLOW WINTER A.C. 
UNITS: Gas Fired and 
Oil Fired * Completely 
Assembled and Wired 
* Heavily Constructed 
* Smartly Styled * Ap- 
proved for Close Clear- 
ances * Approved with 
High Static for Cooling. 


COUNTERFLOW UNITS: 
Gas Fired and Oil 
Fired * Completely As- 
sembled and Wired * 
The same Compact De- 
sign, Heavy Construc- 
tion and Approvals as 
the Upflow Units. 








When your customer is price-conscious and the 
bidding is competitive — that’s when you can 
count on Luxaire! 


For your customer is undoubtedly also value- 
conscious, and—from their attractively designed, 
rigidly built cabinets to their heavily con- 
structed heating elements and top-brand con- 
trols — Luxaire Heating and Air Conditioning 
Units have the qualities that continue to please 
discriminating buyers, year in and year out! 


BASEMENT TYPE WINTER A. C. UNITS: 
Gas or Oil Fired * Burn either Gas or 
Oil with Equal Efficiency * Compact, 
Completely Assembled and Wired Oil 
Units available. 





GAS AND OJL HORIZONTAL FUR- 
NACES: Factory A bled Complet 
Line * Low and Compact for the “tight” 
spaces * Readily adapted for Cooling * 
Rugged, Reliable Luxaire Construction. 








Luxaire is able to provide more of the wanted 
features than can be obtained in higher priced 
units — at prices that permit you to compete 
against cheaply constructed units — because 
Luxaire is consistently ahead with both manu- 
facturing volume and efficiency that reduces 
production costs. 

If you are now reviewing your year ’end profit 
picture and want to become more competitive in 
1960, see your Luxaire jobber now. His ready 
service makes a heavy inventory unnecessary! 


A. C. UNITS: 





W) (2) 3 
ADD-ON pa « 
SUMMER ; ~ tal 
. * 


~o" (4) 
2, 3 or 5 H.P. Air Cooled Condensing 
Unit, and (1) Plenum Cooling Coil, 


(2) Duct Cooling Coil, (3) Counterfiow 
Coil, (4) Blower-Coil Unit. 


———— 
GAS UNIT GAS 
HEATERS: CONVERSION 


GRAVITY FURNACES: COAL WINTER 
5 Sizes BURNERS 


Gas, Oil and A. C. UNITS: 
Coal 3 Sizes 


YEAR ‘ROUND 
A. C. UNITS: 
2,3, SH.P. © Air 
or Water Cooled 


C. A. OLSEN MANUFACTURING COMPANY .« « etvaia, onio 
a 


THE 


HEATING & AIR CONDITIONING UNITS 
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Suareme Quality and Chanrabler 


PREDOMINATE in the SUPERBLY 
ENGINEERED PRODUCTION of 


the WORLD’S FINEST REGISTERS 
and GRILLES 


Buy U.S.— Get the BEST—= COSTS NO MORE 


New Improved No. 1000 Series U.S. BASE DIFFUSER 


More Free Area 

More Beautiful Than Ever 

More Powerful Than Others 

Has More of Everything 

Do not Miss the New No. 1000 Line— 


U.S. Base Diffusers 
Made in 2 ft. (No. 1024) and 4 ft. 
(No. 1048) Sizes Another WINNER for PROJECT WORK 









MAXIMUM FREE AREA 


No. 1018 U.S. Base Diffuser —Practical for Low-Cost 
ECONOMY Jobs where Brevity of Length and Capacity 
is more important—and where Diffusion is more Essential 
than the SPREAD Distribution of LONGER LENGTH. 
Made in No. 1018 SIZE ONLY 


—(18” Length) 
We Now Present the New No. 410 U.S. DIFFUSER FLOOR REGISTERS 


WIDER MARGINS to Cover CRACKAGE due to 

over-sized Floor Openings. GRADUATED CURVED 

eeeeeeeets ULL EEEEEEE | GRID-BARS to Permit Wide Perfect Even Air Diffu- 

iid sion. Sector-LEVER OPERATOR — Positive Easy Con- 

PiLLE CUTE E eT Latta trol. SET-SCREW LOCK for System Balancing at the 
Register. 


peace the No. 413 STAMPAIRE Floor Diffusers and No. 313 STAMP AIRE Toe Plate 


No. 413 STAMPAIRE Floor Diffuser No. 313 STAMPAIRE Toe Plate 


with Stamped Face for Competitive Project Systems for use in Kitchens, Bathrooms, Closets, and Stair 
where QUALITY is also Required, which High Quality Risers where space is limited and Small Amount of 
is still maintained in the No. 413 StampAire. Made in Air is Required. 
six sizes. 


os i ae eS ‘ Yn Os | 
MINNEAPOLIS Crrey 
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“ob is better Pay 


O danas 
Wiis: : ALL THE jay! 
*- Using Milc° 5 


yj, + Milcor Metal Access 
i) Doors are ready to 
} install, to provide 
fi easy access to key 
| pagints in duct work 
l My 

| 


ofherwise difficult to 


orien, service 





a 


You can stake 
your reputation on 
a Milcor installation 


Milcor Standardized Fittings save time in estimating, layout, and 
installation — cut the high cost of shop work — reduce your need for 
storage space, inventory, tools, and capital — and give you finis: od 
jobs that boost your business. Call your jobber for prices or write 

the nearest branch listed below. 


INLAND STEEL PRODUCTS COMPANY Member of the <Q}>> Stee! Family 
f DEPT. L, 4023 WEST BURNHAM STREET, MILWAUKEE 1, WISCONSIN 
J CO ATLANTA, BALTIMORE, BUFFALO, CHICAGO, CINCINNAT >-LEVELAND, DALLAS, DENVER, DETROIT, KANSAS CITY 


LOS ANGELES, MILWAUKEE, NEW ORLEANS, NEW YORK, ST. LOUIS, ST. PAUL cr-29 





WHAT'S HAPPENING... 





Boeddener Joins 
Humidifier Group 
As Executive VP 


CLEVELAND George Boeddener, re- 
tiring managing director of the Na- 
tional Warm Air Heating and Air 
Conditioning Association, has been 
appointed executive vice president of 
the National Humidification Associa- 
tion (formerly the Humidifier Asso- 
ciation). The appointment becomes 
effective January 1, 1960. 

According to Mr. Boeddener, the 
market for humidification is steadily 
growing. He pointed out that indus- 
try sales, which currently are about 
500,000 humidifiers per year, are ex- 
pected to reach a total of 1,000,000 
units annually within the next four 
or five years. Objectives of the asso- 
ciation, Mr. Boeddener said, include: 
1) stimulation of municipal legisla- 
tion to improve indoor comfort con- 
ditions through the requirement for 
humidification, and 2) obtaining the 
cooperation of warm air heating 
manufacturers, wholesalers and deal- 
er-contractors; associations serving 
the field; and gas and electric utili- 
ties in publicizing the benefits of hu- 
midification in their promotion and 
advertising programs. 

President of the association is 
Joseph Perlman, Auto-Flo Corp.: vice 
president. James Madden. Maid-O- 
Mist Corp.; secretary, Morris Mar- 
golis; and treasurer. Jack Green, Vik- 
ing Air Products. 


Begin Second Series 
Of LA Sales Classes 


Los ANGELES A second nine-week 
course in “Sales Speech and Sales- 
manship in Heating and Air Condi- 
tioning” is now being conducted un- 
der the sponsorship of the Institute 
of Heating and Air 
Industries. Classes are held at Los 
Metropolitan College — of 


Conditioning 


Angeles 


Business. 
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‘Indoor Comfort Week’ Stirs 
Wide Interest in Heating 


San Francisco—The need for fall 
furnace system inspection and_pos- 
sible adjustment was brought home 
to northern California families dur- 
ing “Indoor Comfort Week,” a pro- 
motional program sponsored by the 
Warm Air Heating Instituie of 
Northern California. The institute se- 
lected a theme girl, “Miss Indoor 
Comfort,” who visited 19 major 
northern California cities during an 
eight day good will tour. Purposes of 
the tour were: 


1) To acquaint mayors, building 


1959 Volume Index 
To Be Available 


AN INDEX FOR American Artisan’s 
1959 issues. Vol. 96. Nos. 1-12, is 
being compiled and will be available 
soon to Artisan subscribers on re- 
quest. If you want a free copy, send 
a note to the Editor, American Arti- 
san, 6 N. Michigan Ave., Chicago 2. 


Directory Section In 
Next Month's Issue 


AMERICAN ArTISAN’S Directory of 
Residential Air Conditioning, Warm 
Air Heating and Sheet Metal Prod- 
ucts—completely revised and brought 
up to date—will appear in the Janu- 
ary issue, 
To obtain information on what 
products will be available during 
1960, listing sheets were mailed to 
thousands of firms throughout the 
country that manufacture the hun- 
dreds of items used in residential air 
conditioning, heating and sheet met- 
al work. The information is carefully 


classified and _ includes 


complete 
street addresses and trade names. 
The January issue also contains its 
regular quota of timely and informa- 
live articles on technical, merchandis- 


ing, management and news subjects. 


inspectors and other city ofhcials 
with WAHINC’s efforts to raise in- 
dustry standards through “Indoor 
Comfort Week” promotion. 

2) To give local dealer-contract- 


ors an opportunity to play a support- 


“MISS INDOOR COMFORT" reviews ma- 
terial for "Indoor Comfort Week" with Dar 
Knowles (left) executive manager of the 
Warm Air Heating Institute of Northern 
California, and Emery Lillard, president of 
the institute 


ing role by meeting and being 
photographed with — the mayor and 
“Miss Indoor Comfort.” These photo- 
graphs were taken by the institute 
and sent to hometown newspapers. 

In addition to the publicity cam- 
paign, “Indoor Comfort Week” was 
backed by substantial advertising in 
15 daily newspapers in the area vis- 
ited. News copy explained the basic 
idea of observing “Indoor Comfort 
Week” before winter’s cold weather 
set in and urged residents to obtain 
the booklet “House Heating Secrets” 
and use it to determine the effective- 
ness of their heating systems. Local 
dealer-contractors, using tie-in ma- 
terial provided by the _ institute, 
offered both the booklet and a free 
furnace inspection to home owners 
requesting these services during “In- 


door Comfort Week.” 


(More news on page 22) 





NOW... WO FURNACES 


Here’s why it'll pay you to 


promote two furnaces for 


quality homes! 


The profit potential is greater than you 
may realize! Most of the new finer- 
quality homes have design features which 
create heating problems. In larger homes, 
heating requirements are different for 
finished basements, rooms over unheated 
areas, rooms with large picture windows, 
split levels, spread-out floor plans and in 
different living and sleeping areas. In fact, 
surveys indicate that one out of five new 
houses has a heating problem which com- 
fort-zoning will solve! 


Typical example of 
two hi-boy furnaces 


Now! The combination of comfort zon- 
ing and 2 furnaces means the ultimate in 
comfort for buyers of larger homes! 
Simply explain how each furnace heats 
a separate zone, making it possible to fit 
temperatures to the family’s way of liv- 
ing. Installations are usually simpler 
with less duct work required. The two- 
zone system costs less to operate. And 
the good will you create is a real plus! 
Satisfied customers tell their builders and 
friends, and you gain customer satisfac- 
tion and extra profit! 
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rOR QUALITY HOMES! 


Honeywell's national promotion 
doubles your sales, helps you beat 
the price squeeze and get the 

jump on competition 


If ever there was a sales natural, this is it! Instead of 
selling one furnace, you sell two! What’s more, we're 
promoting the idea for you through national consumer 
and builder advertising. All you need do is tie in. But 
don’t let competition get the jump on you! 

Promote “the two-furnace home’”’ now, and beat the 
price squeeze. Let others shave their profit! You have 
a new idea to sell! Simply help your builder put the idea 
across to his customers, and you'll find them cooperat- 
ing wholeheartedly! This is your opportunity to sell two 


furnaces instead of one, thus increasing your profit. 
Needs differ — advise accordingly 

Where zoning is required, recommend the type of zon- 
ing that best suits your builders’ or home owners’ needs. 
Instead of 2 furnaces, ii may be more practical to install 
2 zones from one furnace. Or in larger homes you may 
wish to recommend more than 2 zones. 

Be the first in your area to tie-in and make this promo- 
tion pay. Call your wholesaler, local Honeywell office 
or mail the coupon today! 


Send now for promotional kit that ties you in with Big Frofite 


SSSSSSSSSSSSSSSSSSHSSSSSSSHESESHSEH SESE EHESEHESESEEESEEEEEEEEE 
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MINNEAPOLIS-HONEY WELL 
Department AA-12-114 
Minneapolis 8, Minnesota 


Please send___ 


free kits to help me promote the 2-furnace 
home. 


Name 
Address 


Zone 





WHAT'S HAPPENING... 





NWAHACA Short Course Committee 
Plans Subjects, Sets Up Schedules 


CuHicaco—The College Short Course 
Committee of the National Warm Air 
Heating and Air Conditioning Asso- 
ciation held its first meeting of the 
1959-60 season to determine course 
contents, schedules, locations and 
dates. The committee decided to in- 
clude several new subjects in the four 
day courses and to try a new way of 
holding classes that would make it 
possible for dealer-contractors oper- 
ating small businesses to attend. 

One new subject to be introduced 
at the 


course, according to Ben Speaker, 


Purdue University short 
dealer-contractor chairman, is “How 
to Sell Good Engineering and Sys- 
tem Design.” This subject is sched- 
uled to be covered in a 21% hour 
period and speakers will point out 
how dealer-contractors can build job 
prices to favorable levels by demon- 
strating the advantages of a well-en- 
gineered and designed system and 
explaining to prospects why such a 
system is worth more money. 
Michigan State 


hold its four day short course one 


| niversity will 


day each week for four weeks, thus 


encouraging attendance of dealer- 
a > 


contractors who in the past have 
been unable to leave their businesses 
for four consecutive days. 
Confirmed dates for college short 
courses are: 
Oklahoma State University, Still- 
water, Okla., Jan 4-7 


OHI Sponsors Two 
Heating Technician 
Schools in Florida 


New York City The Oil Heat In- 
stitute of America recently sponsored 
two oil heating technician schools in 
Florida, one in Miami and one in Or- 
lando. The courses ran for three 


weeks, with classes meeting two 


(Continued on page 26) 


North Carolina State College, Ra- 
leigh, N.C., Feb, 22-25 

University of Connecticut, Storrs, 
Conn., Mar. 7-10 

Purdue University, Lafayette, Ind., 
Mar. 14-17 

Northeastern 
Mar. 21-24 

Washington University, St. Louis, 
Mo., Mar. 28-31 (tentative) 

University of Wisconsin, Madison, 
Wis., Apr. 19-22 


Additional dates for college short 


University, Boston, 


courses will be reported as soon as 
dates are confirmed and programs 


are announced. 


(Continued from page 19) 


Show Section to Be 
January Feature 


A SPECIAL show section is being pre 


pared for the January issue of 


American Artisan. It will describe 
what you can expect at the Memo- 
rial Auditorium in Dallas where the 
2nd Southwest Heating & Air-Condi- 
tioning Exposition will be held Feb. 
1-4. Approximately 200 exhibitors 
will take part in the show. 

Artisan’s special show section will 
list exhibitors and booth numbers. 
It will also describe products to be 
on display. This special section is 
designed to tell you at a glance what 
to see and where to see it during the 


four-day show. 


New York State Association 
Holds Apprentice Contest 


New York Crry.—The New York 
State Sheet Metal Workers Joint Ap- 
prenticeship Committee is now con- 
ducting the 1960 New York State 
apprenticeship contest, closing date 
for which is January 22, 1960. The 
contest is open to all apprentices in 
their first, second, third or fourth 
year. Each contestant makes his en- 
try through his local apprenticeship 
committee by sending his name and 
the name of his employer to the joint 
apprenticeship committee. Local ap- 
prenticeship training committees file 
intention to enter the contest with 
Joseph R. Metal 
Workers Apprentice Chairman, 1188 
Lovejoy St., Buffalo 6, N. Y. 


Each local committee conducts a 


Stiglmeier, Sheet 


local contest among its apprentices, 
selects the winning apprentice in each 
class, then mails the actual drawing 
and fitting made by the winning ap- 
prentice to chairman Stighmeier. In 
any locality where there is only one 
or a small number of apprentices, 
and where there is no joint appren- 
committee, an 


ticeship apprentice 


may enter the contest by selecting 


one or more local employers and an 
equal number of journeymen to con- 
duct the contest. 

The contest is sponsored by the 
New York State Sheet Metal, Roofing 
and Air 


Association. 


Conditioning Contractors’ 


1960 Construction 
To Set New Records 


New York City During 1960 
U. S. construction expenditures will 
reach a record total of more than 
$55 billion, according to ihe building 
magazine Architectural Forum. This 
will be approximately 1.5 percent 
above the total anticipated for 1959, 
the magazine noted in its annual 
building forecast, and will make 
1960 the sixteenth consecutive year 
in which building activity has ex- 


panded. Construction 


expenditures 
for 1959 are expected to reach $54.9 
billion a jump of 11.8 percent 


above 1958. 


(More news on page 26) 
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In back of this symbol is a unified campaign to 
make every steel service center more efficient 
and more productive, for you. Today's Modern 
Steel Service Center enables you to: 


REDUCE CAPITAL EXPENDITURES 


You can operate with realistic inventories, freeing 
capital for more profitable purposes. 


REDUCE OPERATING COSTS 


Stacking, sorting, storing, cutting—every opera- 
tion on a piece of steel adds to operating costs. 
Modern Steel Service Centers eliminate many 
pre-production services, and do the needed ones 
economically because their equipment and spe- 
cialized manpower are used full time. 


Wh Plants and Service Centers: 


Los Angeles + Kenilworth (N. J.) * Youngstown + Louisville (Ohio) * Indianapolis + Detroit 


Jones & Laughlin Steel Corporation + 


STAINLESS and STRIP DIVISION -« 
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Symbol for Savings 


REDUCE OVERHEAD COSTS 


Obsolescence, taxes, insurance, accounting, rent, 
heat, light — all overhead items which are too 
easily forgotten although they add to production 
costs. Modern Steel Service Centers eliminate 
these costs to you. 


Using a Modern Steel Service Center is Like 
Adding a Money-Making Department to Your Plant 


STAINLESS 


SHEET > STRIP > BAR + WIRE 


Box 4606, Detroit 34 





NOW from FRAM. . . world leader 
FRAM permachem treated Air Filters 


new FRAM 


permachem treated 


AIR FILTERS 


Kill 99+% of the germs that breed in filters. 
¢ Stop mold, mildew, musty filter odors * Hold 
up to 34% more dust in AFI test procedures 
¢ Exclusive anchor-locked frame cannot settle, 
vibrate, blow, or soak loose ¢ In sizes for all 
forced air furnaces and air conditioners, also 
rolls and pads. 


IMMEDIATE 
ACCEPTANCE 


BY ORIGINAL 
EQUIPMENT MANUFACTURERS 


Eleven leading manufacturers of air condition- 
ing equipment have already selected FRAM 
permachem treated Air Filters for use in their 
1960 models. (Their names will be announced 
in December.) FRAM’s sensational plus fea- 
tures will be promoted by these manufacturers 
in their sales and merchandising programs. 


A MERICAN 
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in filtration. . . the sensational new 
that mens big profits for you! 


AIR FILTERS 


FOR HEATING 
FOR COOLING 


aie ga 
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POWERFUL 
ADVERTISING 


FEATURES THIS SEAL 


Big-space ads in national magazines including 
THE SATURDAY EVENING POST, news- 
papers, and radio are telling your customers 
about the advantages of FRAM permachem 
treated Air Filters. Merchandising aids featur- 
ing FRAM permachem treated Air Filters are 
being used by original equipment manufacturers 
and are available to you. 


“YOU'VE NEVER MADE 


SUCH PROFITS 


from air filters before,” says Theodore F. Low, 
President of Sims Corporation, Providence. 
“You can’t miss with Fram’s profitable pricing 
policies, selective distribution, merchandising 
support, and Fram’s famous money-back 
guarantee.” 


GET THE FACTS TODAY! — rei CORPORATION Dept. FAC 
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WHAT'S HAPPENING... 





Issue Revised Commercial Standards 


For Heating and Ventilating Industries 


Wasuincton, D. C. 
Commercial Standards revised to 
July 1, 1959 is now available. ac- 
cording to Commodity 
Div., Office of Technical Services. 
U.S. Department of Commerce. The 
new index lists all 


A new list of 
Standards 


Commercial 
Standards under 22 classifications in- 
cluding heating, ventilating and _ re- 
frigeratior.. 

Commercial Standards are volun- 
lary standards adopted by industry 
to establish nationally recognized 
quality requirements, including 
methods of testing, rating or grad- 
ing. They also provide a means for 
certifying and labeling products that 
comply. They are developed at the 
request of the industry concerned to 
form a common basis of understand- 
ing among producers, distributors. 
and users of the products, and to 


provide a basis for fair competition. 


Residential Building 
Shows Slight Drop 


WasuHincton, D. C.—The value of 
new construction put in place in Sep- 
tember amounted to $5.1 billion, ac- 
cording to preliminary estimates of 
the Bureau of the Census, U. S. De- 
partment of Commerce. This is a 
decrease of 4 percent from August, 


while shows 


September normally 
little or no change from August. The 
total for September 1959 was 7 per- 
cent over that for September 1958, 
and the total for the first nine months 
of 1959 was $41.0 billion, 15 percent 
ahead of the same period in 1958. 
New residential construction was 
down 2 percent in September, which 
is a slightly more than seasonal de- 
crease. The September 1959 expend- 
itures for new residential construc- 
tion were 20 percent above those of 
September 1958, and expenditures 
for the first nine months of 1959 
were 30 percent more than in the 
comparable period of 1958. 


26 


Single copies are available without 
charge upon request to the Commod- 
ity Standards Div., U.S. Department 
of Commerce, Washington 25, D. C. 
Ask for catalog No. 978. 


Conference Will 
Treat Problems 
of Ventilation 


Rateigu, N. C.—The Second Annual 
Industrial Ventilation Conference, to 
he held Mar. 21-24 at North Carolina 
State College, Raleigh, N. C., will fea- 
ture lectures and demonstrations that 
will be presented on an informal and 
practical level. Design problems will 
be offered for both the beginning and 
advanced designer of industrial ven- 
tilation systems. 

Tuition fee includes the Industrial 
Ventilation Manual, banquet and 
luncheon. 

The second annual conference is 
heing conducted by North Carolina 


State College under the sponsorship 


(Continued from page 22) 


Gas Equipment Sales 
Hit Record for Year 


New York Crry—Sales of residen- 
tial gas central heating equipment 
were higher in September than in 
any previous month this year, ac- 
cording to the Gas Appliance Manu- 
facturers Association. Manufacturers 
shipped 122.600 gas fired furnaces 
during September, a 5.7 percent in- 
crease over the number shipped in 
the same month a year ago. The nine 
month total for gas furnaces was 
770,500, up 29.4 percent from the 
total shipped in the same period of 
1958. 





of the Occupational Health Section 
of the North Carolina State Board of 
Health. The sponsors point out that 
to obtain good ventilation it is neces- 
sary to have: 1) good hood design 
for maximum control with a mini- 
mum of exhausted air; 2) proper 
duct design for less maintenance and 
power consumption; 3) the right fan 
to do the job; 4) an efficient dust 
collecting system; and 5) makeup 
air for controlled, balanced ventila- 


tion. 


OHI Offers Course for Oil Heating Technicians 


(Continued from page 22) 


nights a week. Similar schools have 
also been held in Reading and Coates- 
ville, Pa. Subjects covered in the 
courses, which are available to any 
OHI chapters at no charge, include 
combustion chambers and draft, the 
application of fuel oils to residential 
oil burners, oil burner pumps, oil 
burner nozzles, and oil burner con- 
trols. At least five weeks advance 
notice is required by OHI of chapters 
requesting the school, and local chap- 
ters must guarantee that a minimum 
of thirty-five students will register 
for the course. 

Instructors are furnished by man 
ufacturers and serve without com- 


pensation. Participating in the Flori- 


da schools were: Robert Gilmartin. 
Gulf Research & Development Co.., 
Gulf Oil Co.; James R. Holmin. 
Sundstrand Hydraulics; I. M. Nel- 
son, Boston Machine Works; Darrell 
Canady and Burt Woodruff, Minne- 
apolis-Honeywell Regulator Co.; Rob- 
ert Hundley, Wm. Mfg. 


Co.; and George Deyo and Coy 


Steinen 


O’Barr, General Controls Co. Lectur- 
ing at the Pennsylvania schools were: 
V. L. Evans, Minneapolis-Honeywell 
Regulator Co.; I. M. Nelson, Boston 
Machine Works Co.; Tom Woolf, 
Webster Electric Co.; Robert Hund- 
ley and Chris Jensen, Steinen Mfg. 
Co.; and J. R. 
Hydraulics. 


Holmin, Sundstrand 
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4 Clays 


Designed—and built— 
to boost your sales to 
project home builders 


What's it take to sell furnaces to large volume builders? 
Three things: An edge in price. A nationally known 
brand with buyer acceptance. A top quality line with 


no service headaches. Chrysler gives you all three. 


The price edge: Chrysler Furnace Dealers can now 
offer a volume sales plan that lets even the most 
economy-minded builder install quality furnaces—at 


budget prices. 


The brand recognition: Chrysler Furnaces are na- 
tionally accepted and respected. And they’re backed 
by the famous Chrysler reputation for engineering 


excellence and trouble-free operation. 


The quality line: Only Chrysler offers sales features 
like the exclusive Contour Flame burner that prevents 
clogging . . . and a 10-year full exchange warranty on 
the heat exchanger. Even the cartons are specially 


engineered so one man can handle the furnace with ease. 


Handsomely styled Chrysler Gas Furnaces are avail- 
able in capacities from 80,000 to 280,000 BTU input 

in types to meet any builder requirements. To see how 
you can cash in with large volume sales to project 
builders, contact your local Chrysler Furnace Dis- 


tributor, today. 


\) HRYSLER 
a AIRTEMP 


Airtemp Division, Chrysler Corporation, Dept. N-129, Dayton 1, Ohio 
Canadian Distributor; Therm-O-Rite Products, Ltd., Toronto, Ontari« 
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Executive Offices: 55 Public Square + Cleveland 1, Ohio 


DIVERSIFIED TO SERVE NEARLY ALL INDUSTRIES... 
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To serve even more industries even better... 


MIDLAND-ROSS ADDS 
SURFACE COMBUSTION and JANITROL 


On November 9, Midland-Ross Corporation 
acquired for cash the Surface Combustion Corpora- 
tion, its Janitrol Divisions, and subsidiaries. 

Midland-Ross’s purchase of Surface is another 
step in its program of planned expansion into 
new products, services and markets. Surface and 
Janitrol fit this pattern ideally. No changes in 
management or operations are contemplated for the 
new acquisitions. 

Already serving scores of industries, Midland-Ross 
will now add many other growth industries being 
served by Surface and Janitrol...steel-making, 
metalworking, ore processing, petroleum refining, 


glass, medical, and marine with Surface and 
Kathabar equipment...residential, commercial and 
industrial building with nationally advertised 
“Janitrol” oil- and gas-fired furnaces, unit heaters, 
and air-conditioning equipment... aircraft and mis- 
sile with Janitrol Aircraft products. 

Assets of the enlarged Midland-Ross organization 
are now over $70,000,000. Employees now total 
5,800. Fourteen plants are located in six states and 
Canada. Sales in 1960 are forecast at more than 
$ 120,000,000. 

For a copy of “Quick Facts about Midland-Ross, 
Surface, and Janitrol,” write to: 


—ROSS CORPORATION 


Automotive frames; process and production equipment for the paper, textile, rubber, plastics, and foil 
industries; pneumatic controls and compressors for mobile equipment; power brakes; die castings; metal-decorating, laminating and painting 
equipment; steel-mill equipment and heat treat furnaces; industrial ovens; humidity-control equipment; residential, commercial 
and industrial heating and air-conditioning equipment; aircraft, missile, and ground-support heaters, heat exchangers, and controls. 


INTEGRATED TO SERVE THEM BETTER 
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ELECTRICIANS — K1500 SERIES 


CRESCENT SCREWDRIVERS 
with improved 
Blue Tenite Handles 





SQUARE ROD — K1600 SERIES 


STUBBY 
REGULAR & PHILLIPS POINT 


EVERY CRESCENT SCREWDRIVER 
; 1S INDIVIDUALLY TESTED 

Only in Crescent do you get ‘ ' 

, re E ¢ Crescent tests each and every screwdriver to 
this combination of handle and make sure that blades are hardened to exact 
blade superiority. The improved specifications ... your assurance that Crescent 

: 3 . tips will not break or twist. 
Tenite handle provides a firm, com- 
fortable grip that turns screws easily without ee 
causing hand blisters. The blade is hot forged, ; TE 
- ee 
hardened full length, and then assembled to CRESCENT TOOLS = 
the handle under great pressure. . . Cive Wings lo Work a 


it cannot turn loose or come apart. 
“ . > . LG de lhe Cbrisan 
: \ NO Symlol of Crccllence 
~ \Ay “ 
a. SY SH ' 
A, QV AN Are ~ 

\ Qe "¥ 

™S 


Crescent is our trade-mark, registered in the United Stotes ond abrood, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
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A Complete 
Line of Gas or 


— A Complete Line of Gas 
Oil Fired Basement Type and Oil Horizontal Furnaces. 
Winter Air Condi- 


7 ‘ New Gas Unit is pictured 
tioners. Available in with Duet Type 
new Completely E tor Coil 
Assembled and ee wae 
Wired Oil Units. 





Gas and Oil 
Fired Counterflow 
Units. Pictured with new 
Counterflow 
Evaporator Coil. 


more... 
Flae mane) a= 
ey aeyaie-le) (= 
9 heating and 
“ee cooling business 


@ The BIG Line. The COMPLETE Line. The line that 
combines premium construction with extra-competitive pricing. 
The line that is backed by 65 years of manufacturing 
experience and as many years of customer 
satisfaction. This is today’s Moncrief Line, available 
from your nearby Moncrief Wholesaler who 
carries your unneeded stock in his warehouse. 
If you are looking forward to increased profits 
in the coming year, you will find it advantageous 
to call your Moncrief Wholesaler, now! 





Air Cooled ey 
~ Condensing ‘ (1) Round Plenum-Type , } Furnace 
veer! Round Unit Evaporator Coil a Gas, Oil 
Air Condi- 2,30°5H.P. (2) Duct-Type J [] or Coal 
tioner — Gas ae 4 Evaporator Coil | © 
or ay a = "le (3) Counterflow 


| 
’ 
Eve : Gas | Coal 
porator Coil - - 
{ ened Cooled Zz Py J (4) Air-Handling Conversion \ ie Winter 
. Blower-Coil Unit Burner 
3 Models 


Air 
Conditioner 


THE HENRY FURNACE COMPANY « Medina, Ohio 


HEATING AND AIR CONDITIONING UNITS x Y FURNACE PIPE AND FITTINGS 
} , 189% 
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SHEARING. In the fabrication of flat sheet metal, 
irregular shearing is frequently a very important 
operation. Republic Stainless Steel, because of its 
controlled qualities, responds to most types of 
machines designed for this operation. 


These pictures fell the story! 


REPUBLIC STEEL SHEETS 
TAKE MANY FABRICATING OPERATIONS 
-MEET MANY PRODUCT REQUIREMENTS 


Photographs on these pages show how the Bastian-Blessing Company, 
Chicago, Illinois, uses Republic Steel Sheets in producing a line of high- 
quality refrigerated soda fountain and food service equipment. These units are 
installed in restaurants, drug stores, and other places where maximum cold 
protection, cleanability, and sanitary appearance are of utmost importance. 

REPUBLIC ENDURO® STAINLESS STEEL SHEETS are used for ex- 
terior parts of these units. Results are maximum resistance to corrosion, 
exceptional ease of cleaning and a gleaming beauty that enhances the ap- 
pearance of any food dispensing installation. 

REPUBLIC GALVANNEALED SHEETS are used for backs, liners, and 
other concealed parts such as dividing walls. These parts are usually 
painted gray. Bastian-Blessing finds that Republic Galvannealed resists 
corrosion even if painted surface should be scratched or marred. 

Use of Republic Stainless Steel and Galvannealed Sheets is in line with 
Bastian-Blessing’s policy of building the finest quality into every part of 
their products. 

The versatility and high quality of Republic Steel Sheets, along with the 
ease with which they can be fabricated, make them ideal for a wide range of 
other manufacturing applications, too. For further information, contact your 
Republic representative, or mail coupon today. 


SPOT WELDING. Heavy gage Republic Galvannealed, after being formed, is spot welded to form the main frame of this soda fountain unit. 
Though out of sight from the public, Republic Galvannealed serves a vital function because of its high resistance to corrosion. 




















FINISHED UNIT. After taking a diversity of fabricating operations, this semi-finished Bastian-Blessing unit is almost ready for 
test and shipment. A final step is light buffing to bring out the satin-like surface of the Republic Stainless Steel exterior. In the 
completed product, eye appeal, sanitation, and ease of cleaning are all derived from use of Republic Stainless Steel Sheets. 


BRAKE FORMING. Severe 90-degree bends do not affect the corrosion- 


SOLDERING. With the proper flux, Republic Stainless Steel can be 
resistance or paint-adherence qualities of Republic Galvannealed Sheets. 


soldered rapidly and easily, providing a smooth, tight bond and seal. 





REPUBLIC STEEL CORPORATION 
DEPT. AA-8137-.R 
1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 


REPUBLIC STEEL 


Please send more information on: 


0) Stainless Steel Sheets O Galvannealed Sheets 


Name_——— 


Company__— 


Wells While”, Rage 
% Sliuclard, Sbels aval, 
SCL neue 


Address 


eC ee 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| an 
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YOU CAN SEE THE DIFFERENCE 


These actual photographs of the oscillo- 
scope screen show the reduction of 
vibration in the blower when the 
Redmond Type AY MicroMotor is 
used, The photo at the left shows blower 
vibration with The Redmond AY; the 
one at the right shows vibration with a 
competitive motor. 


YOU CAN HEAR THE DIFFERENCE 


Place a mechanic’s stethoscope on the 
end cap and you can easily hear the 
difference between the newly designed 
Redmond Type AY and motors of con- 
ventional design. Try it on a Redmond 
1/6 hp—the noise level is about that of 
a 1/35 hp motor of conventional design. 


QUIETES! 


DIRECT DRIVE BLOWER MOTOR 


Kedinond 
TYPE AY 


NEW DESIGN REDUCES 
BLOWER VIBRATION TO 
ONE-FIFTH THAT OF UNITS 
USING CONVENTIONAL 
SHADED-POLE MOTORS 


The Motor That Gives 
You Satisfied Customers 


When you replace direct drive blower motors with 
this new Redmond motor, you solve the problem of 
vibration noise—it reduces vibration on the blower 
housing to one-fifth that of units using conventional 
shaded-pole motors—cuts down what is the basic 
source of nearly all noise problems. The Type AY 
is designed and manufactured in every way to give 
years of whisper-quiet, trouble-free service—it is 
your guarantee of customer satisfaction. 


ome 


Redmond DISTRIBUTORS DIVISION REDMOND COMPANY, INC., OWOSSO, MICHIGAN 


See the Yellow Pages of Your Telephone Directory for Your Local Redmond Distributor 
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SAME FINE MULTI ouatity 








Not just new high 
styling, but fabulously 
new ALL the way thru 


NEW HEAT EXCHANGER DESIGN provides unsur- 


Gas-Fired Up-Flow Furnace 


60, 80, 100 and 120 thousand BTU 


You've never seen anything to match 
the compact design of this fabulous 
new furnace 


Imagine . . . if you can . .. 80,000 Br<* of heating capacity 
(and plenty of air handling capacity for heating and cool- 
ing) in a cabinet just 12” by 25%” by 54”. But that’s the 
full size of the 80,000 BTU Armstrong 700 series. And it 
can actually be installed in a space just 12” wide because 
it's A.G.A. approved for installation with 0” clearance on 
the back and both sides. Gas and electric connections can 
be brought in at the top or through either side. And the 4” 
flue (no other 80,000 BTU furnace has a flue that small) 
means real savings on installation costs. 

The 100,000 and 120,000 BTU models are only slightly 
economy of installation and savings on floor space, you've 
never seen anything like the Armstrong 700 series 


passed efficiency in heat transfer. ..and 
amazingly even heat distribution through the 
exchanger eliminates corrosion and fatiguing 
caused by cold spots. 


NEW SUPER-QUIET BLOWERS developed specific- 


ally for these furnaces move more air than can 
be delivered by any other furnace of the same 
capacity . . . and they do it so quietly it’s al- 
most unbelievable. 


NEW STAINLESS STEEL RIBBON-TYPE BURNER is as 


maintenance-free as a burner can be... and 
it’s really quiet, too. 


NEW PERMANENT WASHABLE FILTERS are fur- 


nished as standard equipment at no extra cost 
...@ plus that no other furnace offers. 


fabulous LOW PRICES, TOO 


In design, in performance, and in quality of 
construction the Armstrong 700 series offers a 
combination of advantages not available in any 
other furnace at any price yet the 700 series 
is priced to compete in the mass market against 
furnaces which have far less to offer 


For details and prices, write Armstrong 
Furnace Company, 851 West Third Ave., 
Columbus 12, Ohio 


And now... from ARMSTRONG... 2 new, really new horizontals 


Here are the horizontals the whole industry will be hurrying to catch up with — 
more proof that Armstrong is the line to make the 60's fabulous for you. No other 
horizontals can approach the installation flexibility of these new Armstrong hori- 
zontals ... for they can be installed in the ideal position in relation to the chimney, 
no matter where it is. And direction of air discharge can be reversed right on the 
job, quickly and easily. 


But installation flexibility is just a part of the story. These new units are really 
compact .. . they'll fit where many others won't (the oil-fired models, for example, 
are up to 14%” shorter than previous designs). Operating noise levels are way 
down, too. And Armstrong's new super-quiet blowers have drive options to handle 
all air moving requirements for both heating and air conditioning. 


And the oil models have combustion chambers lined with “Ceramiflex*” — 
the amazingly light, highly heat-resistant material used in jet aircraft exhausts. 


* Registered 


ARMSTRONG 


FURNACE COMPANY 


For prices and complete details, 
write for copies of spec sheets S-77 
(gas) and S-78 (oil). 





GAS-FIRED 


OIL-FIRED 


Printed in U.S.A. 





It's 


Planning 


Time 


Again 


ete Sy 


American Artisan’s edi- 

tors, staff and authors 

wish you all a Merry 

Christmas and a Happy 
New Year 


NOW THAT THE FALL rush has subsided, two 
important operations remain on the agenda for 
heating and air conditioning dealer-contractors 
and sheet metal contractors: 1) review of the busi- 
ness operation for the current year; and 2) plan- 
ning for next year’s business. 
It’s easy to postpone these duties—there’s no set 
deadline, and no apparent urgency at this point. 
But the calendar doesn’t lie, and the time is now. 
Sales forecasts for next year are not only vital to 
profitable operation of any business, but also affect 
everyone connected with the firm. For this reason, all department heads 
should be given opportunities to make suggestions and predict what can be 
expected of their departments during the coming year. In a one-man man- 
agement operation, the dealer-contractor can get valuable tips in informal 
conversations with older employees. 

One dealer-contractor we know asks the heads of his heating and air 
conditioning, sheet metal contracting and service departments to submit fore- 
casts both of the business volumes they expect to attain and of changes in 
their methods of operation. 

This dealer-contractor has found that once a department head commits 
himself to a program for the coming year, he feels a moral obligation to 
achieve his objectives. This would certainly be true of key employees work- 
ing for smaller dealer-contractors as well. 

This end-of-the-year prognostication affords the dealer-contractor and 
his sales manager an opportunity to apply the formulas developed and ex- 
periences gained during the past year, to key issues. 

Among the points to be considered in the sales forecast are: 1) market 
conditions and trends; 2) credit conditions; 3) products to be offered (com- 
pleteness of line, new additions, new products anticipated, product avail- 
ability, delivery times required, quantities required, etc.); 4) amount and 
type of advertising and promotion (when to schedule, who to solicit); 5) 
size and caliber of the sales force and its compensation. 

Sales forecasting and sales planning are comparable to Siamese twins— 
they belong together and it may be fatal to separate them, A forecast with- 
out a plan behind it is hollow, of doubtful value, and a sales plan without a 
forecast is incomplete. It’s senseless to make plans without interpreting them 
into anticipated results. 

A sales forecast is the tangible expression of the sales volume expected 
in dollars. A sales plan is the spelling out of the various depths and measures 
the company intends to employ to sell its products through the forthcoming 
period. 

Which comes first, the forecast or the plan? It’s hard to say. But success- 
ful dealer-contractors have worked them out jointly, first formulating a 
tentative forecast, then working in a plan and revising it according to its 
practicability, readjusting the forecast to match the plan and finally, checking 
the plan against the forecast. 

There’s wisdom in the epigram: Plan your work and work your plan. 
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Pretabricated Metal Steeple 
\/ 


Making the 40 ft spire 
from 18 ga type 302 
stainless steel in the 
shop and hoisting the 
completed unit into 
place on the roof with 
@ crane saved the 
building committee a 
lot of money and 
opened the door to 
similar specialty work 























SHOP-FABRICATED STEEPLE, weighing over 


on church roof where... 


ECONOMY-MINDED building commit- 
tees for small churches may be 
tempted by handsome metal-sheated 
spires but usually don’t succumb to 
their aesthetic desires when it in- 
volves spending too much money. 

John Eiselt, president, Cicero Sheet 
Metal, Inc., Cicero, Ill. puts decora- 
tive and functional steeples within 
reach of the most uncompromising 
church groups by prefabricating the 
units in his shop and hoisting them 
into place with a crane. 

An installation he made at the 
Mater Christi church in North River- 
side, Ill. recently is typical. The 
architects had specified a 40 ft spire 


; ~~ 
one ton, is lifted by crane into place 


crowned with a cross, to be fabri- 
cated of 18 ga, type 302 stainless 
steel with a no. 2-B finish. 

The spire was to be mounted on 
a 414 ft high base 9 ft square and 
shaped to straddle the roof peak, 
conforming to the 7 in. per ft slope 
of the roof. 


Trap Door Affords Access 


To save money, access to the loud- 
speaker system inside the steeple was 
to be provided by a trap door in the 
base, rather than by cutting an 
opening in the roof. 


The steeple was fabricated in a 
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"WORKMEN LOWER STEEPLE to proper position over attachment bolt holes and 


secure it to the roof beams 


horizontal position in the shop. The 
base was fabricated separately, then 
turned on its side and fastened to 
the steeple frame before the stainless 
steel sheathing was attached. 

The sheets were trimmed to size 
in 10 ft lengths and attached to a 
2 X 2 X \, in. angle iron frame 
with fasteners spot welded to the 
sheet section. Weld discoloration was 
removed by polishing and the weld 
area was restored to the 2-B finish. 
The fastener, shaped in the form of 
a bracket, holds the stainless steel 
sheet snug against the angle iron 
frame. 

Each exterior sheet joint which 
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would be horizontal when the steeple 
was erected was joined with a drive 
slip seam utilizing standard drive 
cleats. A 
at each end of the sheathing panel 
for attaching the drive cleat and to 


5 in. hem was provided 


allow for vertical expansion and con- 
traction. Horizontal contraction and 
expansion was provided for at each 
of the four where each 
sheathing panel was hemmed to ac- 


corners 


commodate a right angle drive cleat 
the entire height of the steeple. 
Rainproof ventilators were in- 
stalled at 45 deg angles on each of 
the four sides of the base section. 


Each ventilator was backed by %4 


ACCESS DOOR (left side of base) 
saved expense of cutting through the 
roof to provide opening for inspection 
and repair of loudspeaker system in 
steeple 


in. screening to prevent birds from 
building nests in the steeple. Each 
ventilator was attached to 2 X 2 X 
14 in. angle iron fastened between 
the base uprights. Weepholes were 
provided on each downhill side of 
the base to drain condensate from 
inside the steeple and eliminate need 
for flashing at the roof joint. 


Crane Hoists Steeple 


The completed steeple was loaded 
onto a tractor and hauled to the 
church. A 


crane 


hydraulically-operated 
rented from an equipment 


manufacturer hoisted the steeple to 


the roof. Setting the steeple in place 


took the four-man crew 114 hours. 
Total time for transporting, hoisting, 
securing and cleaning up was ap- 
proximately eight hours. 


8 
in. rods attached to the frame and 


The steeple is held in place by 5 


secured to the roof beam through 
holes drilled in the roof. The holes 
are sealed around the _ hold-down 
rods. The use of plates in fastening 
the rods to the inside roof beams 
distributes the strain. 

Rental for the crane to hoist the 
steeple was $64. Manpower cost was 
about $50 and the total cost for set- 
ting the steeple in place was esti- 
mated at $125. Fabricating the 
steeple in sections and erecting it 
from scaffolding would have cost an 
estimated four times as much and 
the overall cost of the steeple would 
have been about one-and-one-half 
times higher. 

The editors acknowledge the co- 
operation of Tony Barton, field super- 
intendent, Cicero Sheet Metal, Inc. 
in providing information for this ar- 
ticle. 





BETTER DUCT SYSTEMS are inevitable 
when confusion between design and in- 
stallation stages is minimized by stand- 
ardization 


SMACNA Duct Manual Closes Gap 


Between Contractor and Architect 


Objective approach to standardization of sheet metal 
duct design and installation practices 


eliminates costly misunderstandings and confusion 


By James H. Stiggleman 
Chief Mechanical Engineer 
Childs & Smith 

Architects and Engineers 


ONE OF THE most ambitious efforts 
yet undertaken in the building trades 
is publication by the Sheet Metal 
and Air Conditioning Contractors 
National Association of its new Duct 
Manual and Sheet Metal Construction 
for Ventilating and Air Conditioning 
Systems, 

This contribution, the 
compilation of extensive data by 
SMACNA, may at long last bring 


an end to the confusion and misun- 


result of 


derstanding that exists among sheet 
metal contractors, mechanical engi- 
neers and architects. 

As a tool for the design and instal- 
lation of sheet metal ducts, the man- 
ual should be invaluable to engineer 
and contractor alike. SMACNA is to 
be congratulated for this conscien- 
tious attempt to set a standard for 
the industry. 


Saves Design Time 


Generally speaking, the design of 
an air conditioning or ventilating 
system by an engineer should con- 
cern itself with proper fan, coil, and 


filter selection and application. Ducts 
should be sized for correct velocities 
and volumes for distributing air 
throughout a structure to comply 
with the load conditions. These prob- 
lems vary with every design. Time 
is required to solve them. 

The standards, as presented in this 
new duct manual, provide the engi- 
neer with a facility for saving his 
time, thus allowing him to devote 
more of his engineering talents where 
they belong—in the actual design of 
the system. He is now assured, by 
proper application of this manual, of 
having ducts installed that will prop- 
erly carry out his design. 
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Table 1— Recommended Sheet Metal Gauges for Rectangular Duct Construction 






























































RECOMMENDED METAL GAUGES 
r See 
{Steel—U.S. | Alurrinum | Copper _ Duct Note—See Plate No. 5 for Details at Duct Connections Plate | 
Standard B&S Cold Dimension No i 
Gauge Gauge Rolled In Inches . 
26 24 (.020) 16 oz.) up thru 12] Drive Slip (A), Plain "S" Slip (B), or 1" Pocket Lock (K).............cccsccssessssees 6 
24 22 (.025) | 24 0z.| 13 thru 18] Drive Slip (A), Plain "S" Slip (B), or 1" Pocket Lock (K)...cccccccccsossscssssumm 6 
Hemmed “S" Slip (C), 1" Bar Slip (E), or 1" Pocket Lock (K) on 4'0" centers 7 4 
Hemmed "S” Slip (C), 1" Bar Slip (E), or 1" Pocket Lock (K) on 8'0" centers 
19 thru 30 with I"xI"x'/g" angles on center line between..............ccccccccsesssscssscsssssseseneceees 7 
| Hemmed "S" Slip (C), I Bar Slip (E), or 1" Pocket Lock (K) on 8'0" centers 
fk aR RERE RE ae ene. oe AOR S Ee ae ae Se Ee 7A 
" Standing Seam (1) on 5'0" niin vee ddiaehiercaelitnabimctistostecna 14 
22 20 (032) 32 oz. 1" Bar Slip (E), Reinforced Bar Slip (G), or Pocket Lock (K) on 4'0" centers 8 | 
1" Bar Slip (E), Reinforced Bar Slip (G), or Pocket Lock K(k) on 8'0" centers j 
31 thru 42 with I"xI"x'/g" angles on center line between............ 8 
FP Sees BO TED Ge I CG avai sees cee cdeecesigs consscel cheanesecpear hasburccasvesccebc 14 
Inside Longitudinal hati Seams (1) with "ala" ord on 4'0" center | 
on exterior . 13 | 
11/2" Bar Slip (E), Reinforced Bar Slip (G), or Pocket Lock (K) on 4'0" centers 9 | 
1'/." Bar Slip (E), Reinforced Bar Slip (6), or Pocket Lock (K) on 8'0" centers / 
43 thru 54 with 1'/2"xt'/2"x'/g" angles on center line between........ 9 | 
11." Bar Slip (E), Reinforced Bar > (6). or Pocket Lock (K) 0 on 4'0" centers 
) WU, I III oiccas ces svsscstccateerertbtartincssvadoccantidheb bated oe See 9A) 
fi 1/2" Standing Seam (I) on 30" centers............. ’ 14) 
] Inside Longitudinal paged Seam ) with 1V/a""x1 Ya""xV/q" angles on “4'0" 
20 18 (.040) 36 oz.| 55 thru 60 I I occa ctoselt thisissinacsasemesncteuwcageicaaticabambiater cre’ : 13 | 
Reinforced Bar Slip, (G}, Angle Slip (H), Alternate Bar Slip (F), or Angle 
Reinforced Pocket Lock (L) on 4'0" centers using 1'/2"x1'/2"x!/g" reinforc- f 
ing angles and with 1'/2"x1'/2"x'/g" angles on center line between 10 | 
Reinforced Bar Slip (G), Angle Slip (H), Alternate Bar Slip (F), or pare 
61 thru 84 Reinforced Pocket Lock (L) on 8'0" centers using 1!/2"xI'/o"x'/g" reinforc- ) 
ing angles and with 1'/2"xt!/2"x'/g" angles 2'0" on centers in between........ 10 
1'/," Angle Reinforced Standing Seam (J) on 2'0" centers using |'/2"x1!/2"x!/_" | 
reinforcing Angles . ie 
Inside Longitudinal pitied Seon A with MAA Nh" angle on 2'0" 
centers on exterior . 13 
18 16 (051) 48 oz. Companion Angies (M), Angle Slip (H) or Angle Reinforced Pocket Lock (L) 
= 1¥/_"x1'/2"x%," companion or reinforcing angles on 4'0" centers with | 
11/2"x11/2"xh_" angles on center line between... Wy 
Companion Angles (M), Angle Slip (H) or Angle Reinforced Pocket Lock (L) 
ion @ using 1'/2"x1'/o"xh,"" companion or reinforcing angles on 8'0" centers with 
85 thru 96 1V/_"xt/"%" angles on 2'0" centers in between.............. il 
11/2" Angle Reinforced Standing Seam (J) on 2'0" centers using |!/2"x!'/2"xX," 
reinforcing angles ... 14 
Inside Longitudinal Standing Suites “Uy with b Aaa" angles on 2'0" 
centers on exterior . 13 
Companion Angles (M), Angle Slip (H) or Angle Reinforced Pocket Lock (L) 
using 2"x2"x!/44" companion or reinforcing angles on 4'0" centers with 
2"'x2"xl/4" angles on center line between................ccccsesesesesessseseeensneneseneeescsees 12 
Companion Angles (M), Angle Slip (H) or Angle Reinforced Pocket Lock (L) 
Over 96 using 2"x2"x!/4,4" companion or reinforcing angles on 8'0" centers with 
2'"x2"xV/4" angles 2'0" on center line between .................cccessssssesnesssesesneneee 12 
1." Angle Reinforced Standing Seam (J) on 2'0" centers using 2"x2"x\/," 
COI: CIID  gisesososexcavessouisvcnccsessnsoivesnssenevsvigsapeibuinsabrenieqiliaatiopesdinasnteseaanatierene 14 | 
) Inside Longitudinal —— Seams (1) with 2''x2"x'/4" angles on 2'0" centers 
WH ID oviesksnss sscnsscsvescresncsaiocecenensssuivscctetsneehgsvneeennahacibamvendsamtptseteemmaniidclibes 13 
| 
| 16 All Sizes Kitchen exhaust ducts when grease is present in the air to be exhausted............ 
| 
/ 


Above construction is recommended for low pressure systems where velocities do not exceed 
1800 f.p.m. or where static pressures are not over 2 inches water gauge 











No Frills, No Extras 


One important consideration in 
the manual is the fact that there are 
no elaborate details which might lead 
to rather costly construction. Great 
care was exercised in the selection 
of the illustrations and examples so 
that they might be strictly practical 
working details of sheet metal con- 
struction—including no frills nor 
extras which might be considered 
“gold plating.” The manual should 
be scrutinized carefully by anyone 
who might be skeptical concerning 
the motives behind the manual, for 
they are entirely unprejudiced and a 
tribute to the association. 

The content of the manual is as 
follows: an index for ready reference 
to each illustration; a fan designa- 
tion section; a standard symbol 
sheet; a recommended duct construc- 
tion section, including 10 illustra- 
tions; a section with 44 drawings 
covering fabrication of special sheet 
metal connections and shapes; and a 
suggested specification to be used in 
conjunction with the manual. 


Specifies Sheet Metal Gages 


This first article will concern itself 
with duct construction and plates 5 
through 14. Table 1 of the manual, 
reproduced on the preceding page, is 
a complete specification of sheet met- 
al gages for all sizes of rectangular 
ducts for use in ventilating systems 
where velocities do not exceed 1800 
fpm or where static pressures are not 
over 2 in. water gage. 

Table 1 is always used in conjunc- 
tion with plate 5, which illustrates 
all acceptable methods of duct con- 
nections and is extremely valuable in 
that the terminology used can now be 
standard throughout the industry. 

Plates 6 through 14 cover con- 
struction of all duct sizes listed in 
Table 1, as indicated in the right- 
hand column. In plates 7A and 9A 
the designer is given an alternate 
selection of cross braking if he pre- 
fers. It should be noted that stiffening 
methods vary considerably where 
cross braking is and is not used. 
There have been times when a cross 
brake specification is waived that it 
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TYPICAL DUCT CONNECTIONS 
CROSS JOINTS 


(NOT To SCALE) 


_W 2. —_ is — 
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PLAIN 'S' SLIP 
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BAR SLIP 
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ALTERNATE BAR SLIP 
(STANDING "S" SLIP) 
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POCKET LOCK 
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POCKET LOCK 
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SMACNA DUCT MANUAL 


is not compensated for by additional 
stiffening. This has led to rather un- 
fortunate results. This is impossible 
with proper use of the manual. 
Plate 13 shows an alternate for us- 
ing standing longitudinal seams inside 
instead of Pittsburgh locks. Plate 14 
illustrates an alternate construction 


for using transverse standing seams. 


Wide Choice of Construction 


It can be seen that the engineer 
is offered quite a latitude in selecting 
the type of duct construction. The 
illustrations are clear and, when used 
with Plate 5 and Table 1, there should 


be nothing left to the imagination. 


PLATE No. 5 
PAGE No. il 


To clarify the preceding explana- 
tion, Plate 10 of the manual is also 
illustrated. This shows construction 
for duct sizes 61 in. through 84 in. 
It permits the contractor to use either 
8 ft or 4 ft sheets. The legend indi- 
cates all connections shown in Plate 
5, making it unnecessary to refer 
back and forth through the manual. 

Steel and aluminum gages for this 
size range are also included for the 
same reason. Each plate is accompa- 
nied by a complete explanation on its 
facing page, thus further reducing 
the possibility of misunderstanding. 

Future articles, to be published in 
early issues, will explain more about 
the manual. 
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q PLATE NO. 5 - TYPICAL DUCT CONNECTIONS - END JOINTS 


Fig. A— DRIVE SLIP — Ends of ducts in- 
serted under cleat. For narrow sides 
of ducts that are 18’ or less. 


Fig. B — PLAIN “‘S” SLIP — Ends of ducts 
inserted into open ends of ‘‘S’’. 
Use on wide sides of small ducts. 
(Use Drive Slip (A) on narrow sides.) 


Fig. C— HEMMED ‘‘S*’ SLIP — Similar to 
Plain ‘’S’’ Slip (B) except with one 
edge h d to prod stiffness. 

Fig. D — REINFORCED “‘S” SLIP - Similar 
to Hemmed ‘’S’’ Slip (C) except with 
both edges hemmed for additional 
stiffening. 





Fig. E — BAR SLIP — Similar to Plain ‘‘S’’ 
Slip (B) except for standing edge 
which is formed to provide reinforcing. 


Fig. F — ALTERNATE BAR SLIP (STAND- 
ING ‘S’’ SLIP) — Same as Bar Slip 
(D) except standing leq is folded 
to three thicknesses for stiffness. 


Fig. G — REINFORCED BAR SLIP — Similar 
to Bar Slip ‘E) except for the addi- 
tion of a steel reinforcing bar in- 
serted in the standing edge. 


Fig. H — ANGLE SLIP — Same as Reinforced 
Bar Slip (F) except for the use of 
a reinforcing angle in place of the 
reinforcing bar. 


Fig. | — STANDING SEAM — Ends of ad- 


joining ducts are joined as shown 
with button punch added after 
assembly. 


Fig. J - ANGLE REINFORCED STANDING 
SEAM — Same as Standing Seam (H) 
except for reinforcement with angle, 
one leg of which is fastened to the 
duct and the other leg is secured 
to the standing edge of the seam. 


Fig. K —- POCKET LOCK — Normally used 
on all four sides of a duct. The 
pocket section is button punched to 
the duct; the other end is flanged 
outward to join with second sheet 
and then hammered down. 


Fig. L- ANGLE REINFORCED POCKET 
LOCK — Same as Pocket Lock (K) 
with added angle stiffener. 


Fig. M— COMPANION ANGLES - Angle 
frames are riveted, bolted or welded 
to duct ends and are then bolted 
together with gasket or caulking to 
prevent air leakage. Recommended 
for use where duct sections must be 
removed periodically. 


Some of the above connections may be favored 
over others in certain parts of the country, 
and all of them are not listed in Table 1. 
Substitutions can be made for those that are 
listed provided the alternate selection is com- 
parable and provided the same quality of 
construction is maintained. 








PLATE NO. 10 - 
DUCTS 61 in. THRU 84 in. 


Longitudinal joints shown are Pittsburgh 
Locks (N) on one or more corners depending 
upon the size sheets available. 


If Reinforced Bar Slips (G), Angle Slips (H), 
Alternate Bar Slips (F) or Angle Reinforced 
Pocket Locks (L) are used on 4'—0"' centers, 
14" x 14" x 1/8" Reinforcing Angles (P) 
are to be placed on center line between joints 
on sides over 60'’. Sides under 60'’ require 
no Reinforcing Angles as long as joints are 
on 4'—0' centers. 


If (G), (H), (F) or (L) are placed on 8’—0'' 
centers, 14’ x 1,4" x 1/8" Reinforcing 
Angles (P) are required on 2'—0"' centers 
between joints on sides 61'’ thru 84'’. Use 
14" x 14" x 1/8" Reinforcing Angles (P) 
on 4'-0'' centers on sides 24’’ thru 60’. 
Sides under 24'' require no Reinforcing Angles. 


The Bar Reinforcing in (G) or (F) and the 
Angle Reinforcing in(H) or(L) is to be of the 
same strength as the Reinforcing Angles (P). 


Steel of 20 gauge or .040 aluminum are rec- 
ommended for ducts in these sizes. 


WwW 
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THIS IS THE LAST of four 
articles written by a man 
who has spent his entire 
career in the sheet metal 
industry. His experiences 
have accumulated out of 
association with large and 


> small companies which han- 


dle both custom work and 
production jobs regularly. 
His recommendations are 
based on first-hand experi- 
ence helping sheet metal 
contractors improve safety 
conditions in the shop and 
on the job. 
industry people who have 
reviewed this series recom- 
_ mend that contractors tear 
out each article and post it 
on their bulletin boards so 
employees can benefit from 
the points discussed. 


Review Hand Tool Safety Rules 


A GOOD SAFETY PROGRAM 
means less lost time, higher out- 
put per employee per day and 
more profit for the heating and 
air conditioning dealer-contrac- 
tor and sheet metal contractor. 
Most importantly, however, it 
protects your employees from 
harm. 

Any company can inaugurate 
and maintain a successful safety 
program if these seven basic 
requisites are observed in the 
plan: 1) management must 
maintain an active interest in 
the program; 2) responsibility 
must ke delegated; 3) all equip- 
ment must be inspected period- 
ically; 4) a record system must 
be maintained to show the who, 
where and why of all accidents; 


5) all foremen must be thor- 
oughly trained in the subject of 
safety; 6) a continuous safety 


Statistics prove that even 
basic common-sense safe- 
ty precautions must be 
reviewed periodically to 
reduce accidents. Here 
are ten capsuled rules 
and a disability break- 
down that bares some 
surprising facts about the 
extent and frequency of 
shop injuries 
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THE NUMBER OF ACCIDENTS asso: 
ciated with operation of hand tools in 
the sheet metal shop is staggering. 
The fact that most hand tools are 
neither complicated nor dangerous 
when handled properly would suggest 
that responsibility for most of the ac- 
cidents lies with the people who oper- 
ate them. It also suggests that too 
little attention is paid to the common 
sense safety rules which apply to 
operation of these tools. 


Review Rules Regularly 


Here are some capsuled safety sug- 
gestions which should be posted con- 
spicuously in the working areas and 
reviewed often by management as 
well as employees. 


Examine punches, sets, drifts 
j and chisels often and exchange 
those with “mushroomed” heads for 
new or reconditioned tools before 
they are beyond repair and become 
dangerous. 


? Take time to select the right 


sizes and types of tongs. 


3 Keep tools sharp. Dull tools not 
only produce sloppy work but 
also constitute a real danger to the 
operators. 


Never lay a hot soldering iron 
on a tool bench where someone 
may pick it up. 


Make sure no one is passing be- 


hind you before swinging a 


sledge hammer. 


Open the doors of a gas-fired 
converted furnace before lighting 
it, in case a leak has developed. 


Keep floors clear of tools and 
scraps of metal, etc. 


Handle the riveting gun with 
care to avoid discharging it ac- 
cidentally. Keep your finger behind 
the trigger and point the gun toward 
the floor when it is not being used. 


9 Discard rivet sets when they be- 


come too short. 


1 Before using a portable grinder 

or drill, check the condition of 
the spindle, grinding wheel or bit, and 
electrical 


connections. Use ground 


wires on portable electric tools. 


DISABILITY DISTRIBUTION AND TIME LOSS REPORT per 1000 injuries, compiled over 
a five year period by the Massachusetts Industrial Commission, breaks down: 1) 


severity and frequency of injuries, and 2) time lost per injury, according to type 
of machine commonly used in sheet metal shops 





Disability distribution 

per 1000 injuries 

Permanent, Temporary, 
partial total 


Average numbeg 
of days lost per 
temporary total 

disability 





Type of metal 
working machine 





Metal forming machines 


Brake 210.74 789.26 15.75 


Cold metal forming 
machines 


Hammers 
Presses and punches 
Rolls 
Shears 

Machine Tools 
Abrasive wheels 
Circular saws 
Drills 
Polishing and buffing 


292.25 
245.62 
314.34 
140.85 
203.13 


707.75 
754.38 
685.66 
859.15 
796.87 


30.14 
not recorded 
30.68 
27.88 
36.64 


76.74 
155.18 
57.26 
45.14 


923.26 
844.82 
942.74 
954.86 


17.74 
not recorded 
26.41 
20.32 





Other accidents caused by dropping objects on feet, cutting hands when handling 
metal, falling over objects on the floor, and numerous other acts of carelessness 
for which no statistics are available, would surpass those caused by machine tools 
and metal forming machines combined, the commission reports 
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HUGH REID'S SHEET METAL PATTERN 


How to Make a Rectangular Two-Way Branch 


Use of the simplified method cuts layout time by eliminating 
the necessity for drawing front and end views 


IN THE PATTERN Layout for this 
fitting, construction of the front 
view and end view drawings will 
not be necessary, if the patterns 
are developed as described. 

In Fig. 3 note that arcs RU and 
ST are less than 90 deg, to allow 
space for the double metal thick- 
ness required for the crotch as- 
sembly. The amount of gap at 
points T and U (Fig. 3) will be 
determined by the thickness of the 
metal used for the fitting. 

Following is a step-by-step an- 
alysis of the pattern problem: 


Front, Back, Side, Fig. 3— 


a) Draw a horizontal line and 
label the left extremity as point 
A. From the front and end view 
drawings, (Figs. 1 and 2) trans- 
fer the given lengths 2 in., 114 in. 
and 2 in. to the right of point A 
and label the points B, C and D. 
From points A, B, C and D, draw 
lines upward and_ perpendicular 
to line AD. From Fig. 1 transfer 
the given 214 in. height to the 
perpendicular lines drawn above 
points B and C (Fig. 3) and label 
the points F and G. Through these 
points draw a line extending to the 
right of G and to the left of F. 
From Fig. 1 transfer the 1 in. 
length to the left of point F and 
to the right of point G (Fig. 3) 
and identify the points as E and 
H. 

b) On the vertical lines from 
points A and D (Fig. 3), measure 
the given 1% in. from Fig. 1. Label 
the points J and K. From point K 
draw a line to the right and per- 
pendicular to line DK. From point 
J draw a line to the left and per- 


16 


pendicular to line AJ. Measure 
the given 34 in. radius on both 
lines and locate points L and M. 

c) From points L and M draw 
lines perpendicular to lines KL 
and MJ. With points L and M as 
centers and the given 34 in. ra- 
dius, draw 90 deg arcs to intersect 
the perpendicular lines above 
points J and L. Identify these in- 
tersections as points P and N. 
Measure 1 in. above points P and 
N to locate points R and S. With 
points L and M as centers and 
radii LR and MS draw ares to the 
right of point S and to the left of 
point R. From points E and H, 
draw lines downward and parallel 
to line BF to intersect the 90 deg 
ares. Label these intersection 


points T and U. 


Throat Pattern, Fig. 4— 


a) Draw a horizontal line and 
identify the left terminal as point 
V. Working from Fig. 3, transfer 
the throat length DK, which is 14 
in., and the 90 deg are KP, which 
is 1 3/16 in., to the right of point 
V (Fig. 4) to locate points W and 


X. (Note: The 1 3/16 in. are can 
be calculated by multiplying the 
given 34, in. radius by the constant 
1.57. Thus, 1.57 X 0.75 = 1 3/16 
in. The are length can also be 
measured with a flexible rule.) 

6b) From points V, W and X, 
draw lines perpendicular to line 
VX. From Fig. 2 transfer the given 
114 in. length to the perpendic- 
ular lines drawn from points V 
and X (Fig. 4) and locate the 
points Y and I. Draw a horizontal 
line connecting these points. 


Crotch Pattern, Fig. 5— 


a) Draw a horizontal line and 
label the left extremity as point 2. 
Working from Fig. 3, transfer the 
lengths HU, which is 13¢ in., and 
UR, which is 23¢ in., to the right 
of point 2 and locate points 3 and 
4. From the three points draw lines 
perpendicular to line 2-4. 

b) From Fig. 2, transfer the 
given 114 in. length to the per- 
pendicular lines drawn from points 
2 and 4 (Fig. 5). Identify the 
points as 5 and 7 and draw a line 
connecting these points. 


TEAR OUT THESE PAGES AND FILE THEM FOR FUTURE REFERENCE 
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NOTE: THESE PATTERN di- 
mensions should be multiplied 
by the predetermined ratio 
figure to produce the actual 
-—— size of the fitting needed 
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Contractor Keeps Finger on Industry's Pulse 


NEW IDEAS AND METHODS are sought 
constantly by Robert E. Peterson, president 
of The Peterson Company. Management 
exerts every effort to produce better prod- 
ucts and services at lower cost to the 
customer 


THE SEARCH FOR WAYS to produce 
better sheet metal work and the drive 
to keep up with new designs, prod- 
ucts, and methods are constant chal- 
lenges to the staff of The Peterson 
Company, Kansas City, Mo. Presi- 
dent Robert E. Peterson says he was 
“born into the sheet metal business” 
since his father, Ed F. Peterson, was 
originally a sheet metal worker and 
later organized his own sheet metal 
contracting business. When his father 
died in 1929, Bob assumed manage- 
ment of the firm and set about enlarg- 
ing the scope of the original opera- 
tion. 


Practical Experience Pays Off 


Having worked at the trade him- 
self, as well as being trained in actual 
business management, Mr. Peterson 

With a management and staff dedicated to: 1) says his training has come from “the 


‘school of hard knocks,’ rather than 
constant progress, 2) assistance to general con- Seeun Bocuse) edesetion.” 


tractors, architects and engineers, 3) rigid quality The cost accounting system and 


perpetual inventory records, devel- 
standards for work, and a president who helps oped out of thie practical knowledge 
make policy for the entire industry, it’s not sur- and recognition of specific needs, 


have been invaluable in the compa- 

prising that this sheet metal business is growing uy’ Mehiy compelliive fad, Seager 
tions by staff members are welcomed 

and company policy is flexible 
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MANAGEMENT 
PLAYS ACTIVE 
ROLE IN SHOP 
AND IN OFFICE 


PLANNING AND LAYING OUT duct fittings is not a forgotten art for Don E. 
Brewer, vice president of the company, who frequently tackles “the hard ones’ 


enough to incorporate new ideas as 
they are presented. 


Managers Promoted from Ranks 


The office is manned by seven reg- 
ular employees and eight supervisors. 
As is the case in most sheet metal 
contracting firms, the complement of 
sheet metal journeymen and appren- 
tices, truck drivers and other crafts- 
men varies with the volume and size 
of the contract work. The eight su- 
pervisors have been brought up from 
the ranks and proved their ability 
and capacity; consequently, little is 
left to chance when promotions of 
worthy employees are in order. 


Service Earns Reputation 


The firm fabricates and erects ven- 
tilation systems, air conditioning duct 
systems, material handling conveyors 
and architectual sheet metal work in 
new construction. Maintenance work 
for existing industrial plants accounts 
for a large part of the sales volume. 
The company also operates a large, 
modern roofing department the same . 
size as the sheet metal operation. BETTER WAYS TO LAY OUT AIR DISTRIBUTION SYSTEMS to reduce fabrica- 


. } ; 3 tion and installation cost are discussed in conferences among engineering and 
Special attention to preparation of office employees. Charles Odam, secretary and treasurer of the firm (left) dis- 
cusses a suggestion by Wayne Ozias, estimator 


bids and quotations has earned the 
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IDEAS FOR NEW USES OF POWER EQUIPMENT often 
are the products of discussions between Don E. Brewer 
(left) and John Dusenberry, sheet metal shop super- 


intendent 


| 


COORDINATION between 
erection is achieved by frequent conferences between 
John Dusenberry, shop superintendent, and Herman 


shop fabrication and 


Sick, outside foreman 


President's activities in national 

and local contractors’ associations 
place him in position to observe 
trends within the construction industry 


firm a reputation for giving general 
contractors complete, detailed infor- 
mation which helps them immeas- 
urably in letting new contracts, by 
minimizing duplications, ommissions 
and misunderstandings that might be 
costly to the successful bidder. 

The Peterson Company is also 
known for providing helpful techni- 
cal information to architects and en- 
gineers during the formative stages 
of plans and specifications. Practical 
design is the keynote, and this ap- 
proach solves many special and knotty 
problems that come to the firm’s at- 
tention. 


Officer Pitches In 


Shop fabrication and field erection 
are directed by Don E. Brewer, vice 
president. With 37 years of experi- 
ence behind him, Don still likes to 
“tackle the hard ones,” and it’s not 
unusual to find Mr. Brewer in the 
shop laying out a pattern for some 
complex fitting. 

Many of the shop procedures are 
the fruits of Mr. Brewer's experience 
and ingenuity. He’s responsible for 


the arrangement of sheet metal work- 


ing equipment, materials and sup- 
plies to produce maximum work effi- 
ciency in the firm’s existing facilities. 


Improvements Maintain Quality 


Other improvements in the uses 
and applications of tools have con- 
tributed to faster production without 
compromising the standards for high 
quality workmanship the firm main- 
tains. Recently produced, for exam- 
ple, was a special die, which, at- 
tached to the 50 ton press brake, 
permits forming the tight and accu- 
rate seams required for production 
items. 

Sheet metal superintendent John 
F. Dusenberry reflects this zeal for 
finding new and improved uses for 
the sheet metal equipment. His cur- 
rent project is elimination of waste 
and lost motion in his division. 


Trade Contacts Are Valuable 


President Peterson has been active 
in both national and local contrac- 
tors’ associations. In 1953 he was 
president of the Builders’ Association 
of Greater Kansas City. He recently 


completed an additional term as pres- 
ident of the Sheet Metal and Air 
Conditioning Contractors’ Association 
of Greater Kansas City, and the past 
four years has served on the board 
of directors of the Sheet Metal & Air- 
Conditioning National 
Association. During this term on the 
board he has represented SMACNA 
in the Council of Mechanical Spe- 
cialty Contracting Industries, Inc. He 
is also a member of the board of 
directors of the National Roofing 
Contractors Association. These activ- 


Contractors’ 


ities and contacts have placed him 
in an advantageous position to ob- 
serve the trends within the construc- 
tion industry. 


Works with Apprentices 


Mr. Peterson is currently busy at 
coordinating the national apprentice 
training course for the sheet metal 
industry, which is designed to enable 
all local apprentice training schools 
to turn out better, more qualified 
mechanics with more complete knowl- 
edge of sheet metal layout, shop fab- 
rication methods and field instruc- 
tion. 
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What's NEW in Heating? 


This broad question was put to Herbert T. Gilkey, director 
of technical services for NWAHACA, by the Building Re- 
search Institute. Here’s what he told them at the fall con- 
ference on heating techniques. How will these develop- 
ments affect your business? 


ANY DISCUSSION of new methods of 
heating, by air or by some other me- 
dium, is bound to be clouded as to 
the emphasis which should be placed 
Also to be consid- 
: 1) the extent to which heat- 


upon the system. 
ered are 


ing can his separated from the larger 


Surface Plasma 
(1800°- 2000°) 


field of air conditioning for com- 
plete separation is impossible and 
2) the definition of the word “new.” 
Does the term “new” imply the dis- 
tant reality or that which is just be- 
coming commercially available? 


None of these 

















1 CATALYTIC COMBUSTION UNIT ig es 


Gas-air mixture is fed under pressure into — 


tube becomes incandescent and rc poo med 1800 to 2000 F 
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questions can be 


answered easily; neither can they be 


ignored. Hence, it is necessary to 
divide time and attention in propor- 
tion to numbers of developments and 


their importance to the end result. 


Call It Winter Air Conditioning 


When we speak of heating, we are 
actually speaking of providing com- 
fort in a space during the period in 


which the space must be heated. 


Hence, 


of comfort air conditioning. In other 


we are speaking of one phase 


words, the term “air conditioning” is 
applicable equally to heating and to 
cooling, and indeed implies more than 
either of the two. 

The American Society of Heating, 
Refrigerating and Air-Conditioning 
Engineers has adopted the following 
as its definition of comfort air con- 
ditioning: 

“The process of treating air so as 
to control simultaneously its tempera- 
ture, humidity, cleanliness, and dis- 
tribution to meet the comfort require- 
ments of the occupants of the condi- 
tioned space.” 

Note that the definition does not 
specify how this process shall be car- 








GILKEY — 








“The heating industry appears to be on the verge of 
some major ‘break-throughs’ which will produce totally 
new designs, using new materials and new techniques.” 


ried out; rather, it specifies what 
must be achieved to satisfy the defi- 
nition: simultaneous control of 1) 
the temperature, 2) humidity, 3) 
cleanliness, and 4) distribution of the 
air. The definition goes further, to 
state the objectives of this simulta- 
neous control: meeting the comfort 
requirements of the occupants of the 
conditioned space. 

This definition implies that the re- 
quirements for comfort air condition- 
ing are the same during the summer 
as during the winter, except as the 
comfort needs of the occupants may 
change from one season to another. 
It also implies that the requirements 
are the same regardless of the type 
of heating system. The most signif- 
icant implication, however, is that 
the air distribution system is at least 
as important as the heating equip- 
ment. Indeed, experience shows that 
the distribution system is much more 
subject to inadequate design and im- 
proper installation than is most 
equipment on the market today. Fur- 
thermore, most equipment failures are 
directly attributable to improper ap- 


52 


plication, and must be charged to 
system rather than to equipment. 

This is not to say that the equip- 
ment is unimportant, nor is it to say 
that equipment development is at a 
standstill. Furthermore, it is quite 
obvious that the distribution system 
cannot perform if the equipment does 
not perform. 


Big Developments in Store 


The heating industry appears to be 
on the verge of some major “break- 
throughs” which will produce totally 
new designs, using new materials and 
new techniques. Already some of 
these developments are showing up 
on the market, but it may be some 
time before all of their characteris- 
tics can be used to best advantage. 
It is difficult to predict all of the 
ramifications of some of these de- 
velopments, but some possibilities are 
obvious. The furnace heat exchanger 
can be made a great deal smaller as 
a result of some of these new devel- 
opments. For example, the possibility 
of a direct-fired heat exchanger about 


the same size and configuration as 
the cooling coil on an air condition- 
ing unit no longer taxes the imagina- 
tion. 


Work on Catalytic Combustion 


A great deal of work has been 
done recently on catalytic combus- 
tion using gaseous fuels. Even though 
a number of very interesting and 
useful devices employing this prin- 
ciple have been developed, it is not 
yet clear exactly what name should 
be applied to them. The terms “cata- 
lytic-surface combustion” and “cata- 
lytic and surface combustion” have 
been used. On the former basis, the 
earliest literature seems to appear 
about 1910; on the latter basis, pat- 
ents go all the way back to 1858. 
Hence, we are back to our question 


in semantics — how new is new? 


Test ‘Flameless Combustion’ 


Another authority speaks in terms 
of “thermocatalytic reactors.” One 
device described by this terminology 
is illustrated in Fig. 1. It consists of 
a porous ceramic tube into which a 
gas-air mixture is fed under pressure. 
After the fuel-air mixture has been 
ignited on the outside of the tube and 
the tube itself has come up to tem- 
perature, essentially flameless com- 
bustion is maintained. The tube it- 
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self is incandescent and the “surface 
plasma” is 1800 to 2000 F. Obvious- 
ly, the tube is constructed of a rather 
special ceramic material, for its walls 
may be only from 14 to 1 in, thick, 
while the temperature gradients 
across them may be over 2000 F. 


Gradients of this magnitude cause 
high thermal and mechanical stress. 

Such devices have been applied in 
both theoretical 
heating rnits. The economic factor 
rules such units out of the immediate 


and experimental 
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market. Nevertheless, from the engi- 
neering standpoint, there are a num- 
ber of exciting possibilities. Among 
these is much more compact equip- 
ment, as a result of the higher energy 
release rate per sq ft of heat ex- 
changer and combustion chamber 
surface. The possibilities of higher ef- 
ficiencies, lower flue gas temperatures 
and simplified chimneys, resulting 
partly from the use of either induced 
or forced draft venting, 
major considerations. 


also are 


Convert Heat Energy 

Another approach would be therm- 
ionic conversion, which is, in a 
sense, a variation of the thermoelec- 
tric principle, This approach is based 
upon the phenomenon of electron 
emission from metals at high tem- 
peratures, known as the Edison effect. 
If we have two metal plates, one 
heated and the other cool, electrons 
will emit from the high to the low 
temperature plate, setting up an elec- 
tric circuit as shown in Fig. 2. Thus, 





GILKEY — 


‘‘In view of the wide interest in electric heat exhibited by the 


various fuel industries, | am confident that these and other de- 


velopments will make increasing impact on the heating field.’’ 


energy in the form of heat is con- 
verted directly into energy in the 
form of electricity essentially the 
same process which occurs in a ther- 
moelectric generator. This descrip- 
tion, of course, is grossly oversimpli- 


fied; for 


overcome in developing practicable 


many problems must be 


thermionic converters for use in this 
industry. Nevertheless, they present 
a number of fascinating possibilities, 


for both heating and cooling. 


Employ Induced Draft Concept 
brief de- 


scription of two new combustion de- 


Of course, this rather 


vices is not meant to be all-inclusive. 
As a matter of fact. a surface-catalyt- 
ic combustion device has been on 
the market the last few years, and 
has been widely used in special appli- 
cations, including commercial and 
industrial radiant space heating. Re- 
search in the application of these 
principles to other fuels is underway 
in both the liquid and solid fuel in- 
dustries. The oil heating industry 
has had added to its ranks recently 
a new combustion device which is 
more revolutionary in its perform 
ance than in its concept. In this par- 
ticular instance, the oil is atomized 
and mixed with air in a process simi- 
lar in many respects to the conven- 


tional oil burner. Rather than being 


blown into the combustion chamber, 
however, it is drawn in by an induced 
draft fan. Here it differs from con- 
ventional oil burners. Proper utiliza- 
tion of this principle obtains very 
clean, high efficiency combustion. 
Two reasons have been advanced for 
this. First, proper draft and combus- 
tion air supply are established almost 
immediately, and second, better con- 
trol of the combustion process is 
said to be maintained. Since the need 
for natural draft is eliminated, the 
products of combustion can be ex- 
hausted at much lower temperature 
than is conventionally required. In 
addition, the furnace is vented under 
pressure, reducing chimney dimen- 
sion and simplifying chimney re- 


quirements. (Fig. 3.) 


Heat Pump Takes Its Place 


No discussion of new equipment 


developments would be complete 
without at least mentioning the heat 
pump and electric resistance heating. 
The heat pump has been applied in 
residential. commercia!, and indus- 
trial structures, as both unitary and 
central station equipment. (Fig. 4.) 
For smaller installations, remote com- 
ponent equipment, using direct ex- 
pansion coils and similar in appear- 
conditioning 


ance to summer. air 


equipment, is available. In the larger 





What Is ‘Air 


True air conditioning pro- 
vides comfort in all sea- 
sons, according to the 
American Society of Heat- 
ing, Refrigerating, and Air- 
Conditioning Engineers. 
ASHRAE defines air condi- 
tioning as: 





Conditioning’? 


“Air conditioning is the 
process of treating air so 
as to control simultane- 
ously its temperature, 
humidity, cleanliness and 
distribution to meet the 
requirements of the condi- 
tioned space,”’ 








application, the 


which 


may involve multi-stage compression, 


equipment, 


chills water in the summer and heats 
it in the winter. Heat exchangers are 
used in conjunction with air distri- 
bution systems to maintain comfort 
conditions within the structure. 


Resistance Heating on Rise 


Electric resistance heating also has 
been successfully applied to the air 
system. Several electric furnaces are 
available now, and more will be 
shortly. Resistance coil sections are 
used to provide supplemental heat for 
heat pumps. The electric furnace pro- 
vides all the advantages of the air 
system temperature control, air 
circulation. air cleaning, and humid- 
ity control while maintaining the 
convenience features of the electric 
heat source. In view of the wide in- 
terest exhibited by the various fuel 
industries, | am confident that these 
and other developments will make 
increasing impact on the heating 
field. They, in turn, will require re- 
appraisal of our current design pro- 


cedures for the distribution system. 


improve Component Design 


Advances have also been made in 
system component design. For ex- 
ample, more simple and _ relatively 
electrostatic air 


inexpensive clean- 


ers are now available. A schematic 
representation of one type is shown 
in Fig. 5. True, they cost more than 
the more conventional type of filter, 
but they also do a more complete air 


cleaning job. 


Air Cleaning Is Big Factor 


Control of air cleanliness was one 
factor in the definition of comfort air 
conditioning. The American house- 
wife is very conscious of dirt and 


dust. If we can improve the cleanli- 
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COLLECTING 
cELL 


5 ELECTROSTATIC AIR CLEANER im- 
proves comfort provided by air distribution 
system, by removing impurities from room 
air and depositing them on alternately- 


ness of the air in her house, we have 
certainly contributed substantially to 
her comfort. 

The air system is the only one for 
which a wide variety of air cleaning 
devices are readily available. I do 
not point this out defensively, for no 
properly designed and installed heat- 
ing system creates dirt, and | deny 
categorically that one system is in- 
herently dirtier than another. On the 
other hand, the ability to remove im- 
purities varying in size from lint balls 
to particles of cigarette smoke and 
other annoying or unhealthful irri- 


tants is indeed impressive. 


Enlarge Function of Controls 


Control components and systems 
have also changed greatly during the 
last few years. Controls have been 
restyled for more pleasing appearance 
and redesigned for improved preci- 
sion. And entirely new concepts of 
control have been introduced. This 
trend started a few years ago with 
introduction of the electronic control 
system. 


Among their other 


accomplish- 
ments, these electronic controls in 
smaller systems increased the indoor 
air temperature slightly as the out- 
door air temperature dropped. This 
compensates for increased radiation 


loss from the human body to the cold 
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charged collecting plates 


surfaces of the building an im- 
portant consideration in structures 
having large window areas. This same 
effect has been achieved more recent- 
ly with less 


( omplic ated controls 


which contain no electronic com- 
ponents. Furthermore, the control ap- 
plication has been modified to im- 


prove heating system response. 


Make Better Humidifiers 


Humidifiers, too, have changed 


during the last few years. Electric 
humidifiers are available for installa- 
tion in the furnace plenum. Another 
type atomizes the water and injects 
it into the supply air stream in a 
spray of invisibly small droplets. In 
some cases, these humidifiers which 
provide for the positive addition of 
moisture are so effective that control 
by means of a humidity controller is 


called for. 


Find New Duct Materials 


The use of new materials for ducts 


is becoming increasingly common. 


These include insulating materials, 
plastics and fibers, as well as new me- 
tallic products. Even though each of 
these materials has certain desirable 
properties for specific applications. 
no one material can be called most 


suitable for all applications. Some of 


the new materials, for example, have 
good insulating properties, but insu- 
lating ductwork isn’t always neces- 
sary or desirable. Other materials are 
designed for flexibility, and this cer- 
tainly makes installations easier under 


certain circumstances. 


Improve Supply Outlets, Too 


Supply outlets have experienced 
improvements too. Diffuser manufac- 
turers are becoming increasingly con- 
scious of two factors: 1) perform- 
ance requirements for supply outlets, 
and 2) the appearance of their prod- 
ucts. As a result, more complete in- 
formation on the pressure loss, throw 
and spread characteristics is avail- 
able, and the installer is better in- 
formed of the applications of specific 
types of outlets. 

Increased consciousness of styling 
and appearance has prompted the use 
of new materials in diffusers. Most 
striking developments, perhaps, are 
the extruded and anodized aluminum 
grilles which can become a part of 
modern interior decoration. Use of 
these two types is presently limited 
primarily to commercial and indus- 
trial applications. 

So far, we have talked about new 
types of equipment and components. 
Next month we shall inspect the 


broader subject of systems. 





THE SUCCESS AND GROWTH of every industry depends on 
its ability to create a desire for the products and services 
it offers. The responsibility for this motivation falls upon 
the industry's sales force, who must see to it that sales 
grow not only in volume but also in quality; that is, they 
must represent an exchange of maximum benefit to the 
customers for a fair profit to the business. This exchange 
permits — and also requires — the business to improve 
its operation constantly to serve future customers better. 

To fulfill this obligation, salesmen must be able to 
recognize the needs of prospective customers quickly, 
and then produce logical recommendations for meeting 
these needs. Thus, training new salesmen and improving 
sales forces is a continuing task of management. 

This series of articles presents some new information 
and some refinements of established sales methods which 
will be useful in sales training programs. 

If the sales staff is small, route the magazine to each 
salesman before filing it. 

If the sales staff is large enough to warrant weekly 
sales meetings, use each article as the basis for a con- 
tinuing training program. 

Wholesalers and manufacturers can assist dealer-con- 
tractors and their salesmen by building more formal sales 
training programs around this series. 


Sell Benefits, Not Features 


What's in it for we? 





That's all the prospect wants to know ... and the 
salesman who can translate technical product features into 
vivid pictures of personal benefits will close more sales 
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WHAT DOES A sales 
point sound like? Like these, possi- 


bly? 


1) “Our garments retain the same 


million-dollar 


modulus and hysteresis characteris- 
tics even after six months’ exposure 
to body oils, soaps, detergents and 
oxidizing atmospheric gases.” 

2) “Thus alloy covers steel with a 
film of chromium oxide.” 

3) “We add aluminum glycinate 
and magnesium carbonate to our ace- 
tylsalicylic acid.” 

4) “The wide-spread wheels give 
our car a lower center of gravity.” 

These selling points brought home 
the bacon. They have sold literally 
hundreds of millions of dollars’ worth 
of girdles, stainless steel, buffered 
aspirin and automobiles, respectively. 
Each sums up a distinctive superior- 
ity that gives the product a command- 


ing edge over the competition. 


Translation Adds Impact 


But they underwent a few changes 
before they chalked up their phenom- 
enal sales records. 

Before 


sales clinchers could exercise its per- 


each of these gilt-edged 
suasive magic, some salesman had to 
listen to it through his prospects’ ears, 
then answer the obvious question 
that he as a prospect would ask: 
“Yes, but what’s in it for me?” 
And the answers made sales clinch- 
ers out of the selling points. Like 
them better in these forms? 
1) “These girdles won't lose their 
shape. They keep you looking younger 
longer.” 
2) “By 


water vapor, salt and sulphur gases 


shielding steel from the 


in air, you get corrosion-resistant, or 
‘stainless,’ steel. It keeps looking new 
and shiny, lasts longer, needs less 
care than other steels.” 

3) “Because these compounds com- 
bat certain side effects of aspirin, 
Bufferin won't upset your stomach.” 

1) “Its hug-the-road stance gives 


you a smoother, steadier, safer ride.” 


People Buy Results 


People don’t buy things; they buy 
what things will do for them. They 


buy enjoyment, fulfillment, satisfac- 
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tion, solutions, performance, advan- 


tages, benefits. People never buy a 
product. They always buy a result. 
It’s their only incentive for parting 
with money. 

stuff? Perhaps. Yet, the 
truth is: an incredibly high percent- 


Basic 


age of salesmen fumble their oppor- 
tunities because they plug product 
features instead of selling customer 
benefits. 

Frequently, there is just one rea- 
son for this costly oversight. They 
don’t know—or have forgotten—the 
difference between a feature and a 
benefit. 


What's the Difference? 


Too many salesmen tend to become 
intrigued with technical superiority 
in the jargon of their trade. They 
forget that Mrs. Jones is less con- 
cerned with the thermodynamics of 
a heating system than with the an- 
swer to the question, “Will it heat 
They 


fact that the average gardener is far 


economically ?” overlook the 


more interested in how beautiful his 


grounds will look if he uses XYZ 


weed killer than he will in a learned 
dissertation on soil chemistry. They 
ignore the human desire for comfort, 
and stress the high quality of the 
cushion-stufling in their furniture. 

“But,” some salesmen protest, “Il 
tell my prospects all the good things 
[ can about my product.” 

“From whose viewpoint?” asks Ben 
Dugas, director of sales training for 
Pepsi-Cola. “How a product is put 
together or how a company operates 
is of no direct interest to a prospect. 
Only one subject in the whole wide 
world holds instant, absolute appeal 
for him: himself. Describe the great 
new advertising campaign your firm 
is launching and he'll think, “That's 
nice, nothing more. But show him 
how the demand for your product 
and consequently his profits—will in- 
crease as a result of that campaign 
and you'll collar yourself a receptive. 
eager-to-buy audience. In the first 
case, you're talking about a feature; 
in the second, about a benefit.” 

What’s the difference ? 

A feature is a built-in detail of a 
product or service. 


A benefit is the satisfaction of a 


TRANSLATE FEATURES INTO BENEFITS to show customer what they 
mean to him in terms of his own basic drives 





FEATURE 


Vacuum packed 


Compact head design 


Over 1000 discs 
tread ribs 


between 


A blend of 9 rare waxes 


Built-in floating action 


Free point-of-sale display 


it rolls on 


Right-angle action 


BENEFIT 


Coffee stays 
better 


fresh, tastes 


Golf club hits ball farther 


Prevents skids because tire 
tread can’t squeeze shut 


Your shoes have that just- 
shined look for days 


It’s less tiring to work this 
calculating machine 


Triggers impulse buying, gives 
you “‘plus”’ profits 


Deodorant never has to touch 
—or stain—fingers 


Steel wool pad picks up all 
dirt easily 





the stience of 


SELLING 


need or want which a product or 
service is able to provide, 

The feature relates to the product. 
the benefit to its enjoyment. The fea- 
ture is what interests the manufac- 
turer: the benefit is what interests 
the customer. The feature is the 


“train”: the benefit is the “destina 
tion.” 

In short, the feature is what makes 
the benefit possible. A good salesman 


must be a good translator. 


‘Spotlight the Benefit’ 
“When our 


company, reports George WV. 
Facit, Ine.. 


point out the Swedish steel 


dealers approach a 
Haag. 
vice-president ol “they 
don't 
construction of our machines and stop 
there. It wouldn't mean anything to 
many prospects. Instead, they go on 
to translate Swedish steel, among the 
world’s toughest, into personal bene 
fits for the customer——-in this case. 
no breakdowns, no down time. A 
modern business can lose a lot of 
time and money if its calculating ma 
chines conk out. Our dealers empha 
size that parts made of Swedish steel 
practically eliminate that worry. In 
other words, they mention the feature 
but spotlight the benefit it makes pos 
sible. That's when ears perk up and 
orders are signed.” 

In solid Richard 


( orp.. 


agreement is 
Tamney of First Investors 
who says, “In my opinion, one of the 
salesman’s chief functions is to bring 
good news to a prospect. But when 
a buyer's native tongue is English 


and the sales message comes through 


to him in Greek, the result is a fore- 
no sale. 

“The fact that a mutual fund offers 
investment 


gone conclusion 


diversification may be 
news to an unsophisticated investor, 
but until the salesman explains how 
diversification protects him, the pros- 
pect has no way of knowing whether 
the news is good, bad or inconse- 
quential. | always work under the 
assumption that the prospect has just 
asked, ‘What's in it for me?’ And as 
it turns out, he has. The salesman 
who can translate technical product 
features into vivid pictures of per- 
sonal satisfaction is bound to sell.” 

One way to determine precisely 
what major benefits you have to offer 
is to do some homework. Examine 
your product, list the five major fea- 
tures which constitute its advantages 
or superiority over the competition 
and actually translate them into cus- 
tomer terms. 

For example, a “small” car sales- 
man might break down its five major 
features as: 18 inches shorter than 
standard 


automobiles: 600 pounds 


lighter; sports car styling: 5 ft wide 


seats: costs only $1800. 


Translated into answers to, “What's 
in it for me?” these features might 
become these benefits: 


able 3 


on gas 


“maneuver- 
“easy to park”; “saves money 
“high 


“seats six adults comfortably” ; 


trade-in value”: 


“small 
down payment.” 


Interview Old Customers 


x +. general 


sales manager of General Cable Corp.. 


Steiner, assistant 
suggests another approach. “Check 
back with satisfied customers and 
find out exactly how they are bene- 
fiting from your product. You'd be 
surprised how much an alert sales- 
man can learn from customers.” 
“But,” cautions the sales manager 
of an insurance firm, “not all the 
benefits of your product are equally 
interesting to different prospects. To 
one man, the most important thing 
in the world may be the knowledge 
that his child’s college education is 
assured. To another, a guaranteed 
income at 65 may be of prime con- 
cern. A third may respond most en- 
thusiastically to 


having his home 
g 


paid for in case of emergency. 





fits, motivational 


® Sustenance. 


® Status. 


to buy it. 





WHY PEOPLE BUY 


Although different people are sold by different bene- 


research has uncovered four common 
denominators of desire. Appeal to any of these and almost 
certainly you will touch a responsive chord in your prospect: 


® Sex. Every man wants to be masculine; every woman 
wants to be feminine. If a product caters to this deep desire 
to appeal to the opposite sex, we are attracted fo it. 


® Security. A basic need is for safety and we tend to 
buy those things that may, by any str 2tch of the imagination, 
be counted on to ward off injury or mis‘ertune. 


The desire to feel important or powerful is 
built into almost everyone. If a product promises to raise our 
own—or our neighbors’—estimation of us, we are tempted 





People buy the things they feel they 
must have: food, shelter, comfort, clothing. But we are all 


experts at rationalizing our desires. Given the slightest 
justification for considering a product necessary, we buy. 
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“Therefore, the salesman has to as- 
sess the prospect’s individual needs 
and pinpoint those his product or 
service can satisfy most enticingly.” 

Best of all, say the men who have 
trained themselves to do it, selling 
benefits works wonders for the sales- 
man. 

It puts the timid, unsure salesman 
who fears being rejected, into a con- 
fident, poised, positive frame of mind. 


He no longer sees himself as a seeker 


of favors, but rather as a conferrer 
of them. 

No longer does he call ona pros- 
pect because he has to. but because 
he wants to. He doesn’t hope to get 
an order; he’s fired by the conviction 
that he deserves to get it. 

His thinking runs something like 
this: 

“My product (or service) can help 
Mr. Smith save $1000 a year (or 


boost his profits, or get more fun out 


of life, or increase production, or 
attract more customers, or live more 
comfortably, or cut overhead). 

“This is something he doesn’t yet 
know. Once he does, he is bound to 
be interested in my proposition. All 
I have to do is prove that the benefits 
I can deliver are worth more than 
the dollars they cost. 

“They are worth more and I can 
prove it. When I do, Mr. Smith will 


vive me an order.” 


3 Ways to Uncover Prospects’ Motives 


Here are three of the easiest— 
and most often overlooked—meth- 
ods of determining the “right” 
benefits to emphasize for a specific 
prospect: 


1. Turn detective. 


A sales representative for an 
aluminum door manufacturer 
makes it his business, before call- 
ing on a prospect, to “case” his 
home. By the quality of the paint 
job, the appearance of the 
grounds, the kind of car parked 
in the driveway—even the maga- 
he can make 
some shrewd deductions about the 
prospect's wants and _pre-choose 
the benefits most likely to satisfy 
them (e. g., an unadorned lawn, 
an old car and a protruding copy 
of Consumers Report are tip-offs 


zines in the mailbox- 


to emphasize practicality. A fancy 
rock garden amidst professional 
landscaping, a spanking new Cad- 
illac and Harper's Bazaar dictate 
the “elegant” approach). 

Other clues to a prospect’s ma- 
terial—or psychic—needs: 

Individual—job or profession, 
education, age, vocabulary, num- 
ber and age of children, clothes, 
personal adornment, mono- 
grammed possessions, hobbies. 

Home—type of dwelling (ranch, 
split-level, colonial, apartment), 
neighborhood, decor, furniture 


(modern, early American, peri- 
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od), art objects, color and num- 
ber of telephones, size of TV set. 

O fice—size, furniture, 
books and magazines, desk orna- 


decor, 


ments, products and services pres- 
ently used. 

Store—neighborhood, size, ap- 
pearance, type of customers (in- 
come, 


education. nationalities, 


etc.), proximity of competition, 
number of employees, hours of 
heaviest and lightest traffic, pro- 
prietorship (single owner, part- 
nership, corporation). 


2. Ask questions. 


“There's only one way to find 
what the 
wants in this business,” says Mar- 


out exactly customer 
tin Riskin, assistant banquet man- 
ager of the Waldorf-Astoria Hotel. 
“and that’s to have him tell you. 
By asking him what kind of affair 
he has in mind—a business meet- 
ing. a strictly social gathering, a 
combination of the two—we can 
narrow down in minds 
the appeals that will most effec- 
tively sell him on using the Wal- 
dorf.” 

The benefits of this ap- 
proach are important, too. Ques- 
tions are an agreeable form of 
flattery—you 


our own 


side 


make 
the prospect an “expert.” By en- 


immediately 


couraging him to talk, you are in 
effect saying, “I'm interested in 


just one thing—satisfying your 


tomer’s complaints . . 


questions . . 


wants.” And since most salesmen 
usually do the talking, your ex- 
pressed desire to hear his side of 


the story will set you refreshingly 


apart from the competition. 


3. Listen. 


Many 


salesmen overlook the 


obvious technique of pinpointing 


the prospect’s needs. An old cus- 
. a new pros- 


pect’s objections . specific ref- 


erences to the competition 


OT % 
. “irrelevant” observa- 


tions by a prospect—any of these, 


properly interpreted, can give you 


a clue to the all-important benefit 


your customer is seeking. 
For example, an insurance agent 


who frequently runs into the ob- 
jection, “Your premiums are too 


high,” knows from experience that 


that’s his cue to appeal to the pros- 


pect’s desire to save money. “This 
policy compels you to create a 
nest egg,” he replies 
very often effective. 


and it’s 


An industrial salesman has 
found that when a prospect sneers, 
“You haven’t the capacity for such 
an order,” he often means, “Prove 
to me that you can handle this 
volume of business.” 

“Then IT have my work cut out 
for me.” the salesman explains. 
“The benefit | hammer away at 
is ‘quick delivery, which happens 
to be a specialty of my firm.’ ” 





PRACTICAL APPLICATIONS 


for engineering, installing and servicing 


residential cooling systems 








_ FOR SALE: 
_ EQUIPME NT 


AND 


KNOW-HOW 


SOS 








Talent doesn’t show 


up on your balance 
By S. W. Reid 


sheet, but it’s the most important asset 
Air Conditioning Engineer 


your business owns. Let’s organize an 
Gilbert Associates, Inc. x . ‘ ai i 
imaginary air conditioning business, con- 
sidering the design, installation and serv- 
ice skills we require to do the job we 


are undertaking 
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THE ASSETS OF A BUSINESS normally 
are shown on its balance sheet in 
terms of dollars. The real worth of a 
company, however, is not restricted 
to its cash balance, its machinery and 
equipment and its real estate. It also 
includes people those who use 
the physical assets provided by dol- 
lars to enhance their efforts to pro- 
duce saleable goods and services to 
obtain more dollars. Quite obviously, 
if it were not for the specialized 
know-how of its people, the company 
could not operate. 

Let’s follow 


zation of an imaginary business to 


through the organi- 


provide all the services expected of a 
warm air heating and air condition- 
ing dealer-contractor. In addition to 
providing the necessary physical as- 
sets, we must find people with both 
the business and technical knowledge 
and the experience required to han- 
dle such an operation. Confining our 
interest to the technical side, let’s 
consider what know-how such a firm 
should have. 


Chosen Field Requires Skill 


In the broadest sense, the basic 
service our proposed firm will pro- 
vide is indoor comfort. We intend 
to answer the demand for modern, 
efficient, accepted methods of pro- 
viding comfort. because we believe 
this business will assure a continu- 
ing opportunity for financial success. 
More specifically, we plan to center 
our attention and activity on central 
residential air conditioning systems 
which distribute circulating air. 
Since cur product, indoor comfort. 
is to be provided through a duct 
system rather than from a single 
“plug in” package, we will need not 
only basic sales and service talent. 
but also 


design and _ installation 


know-how ‘ 


Design Talent Is Vital 


Let’s examine the design talent re- 


quirements a little more closely. Our 
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work will be done in both new and 
existing homes. In new house work 
we will deal with architects, engi- 
neers and building contractors. 
Therefore, we must be familiar with 
the contribution of each of these 


building. We 


must also understand how the types 


professions to the 


of buildings we will be working in 
are put together. 

The architect, of course, usually is 
responsible for the entire building, 
including the mechanical and _ elec- 
trical architects’ 
specifications may contain mechani- 


work. However, 
cal and electrical sections written by 
specialists in these fields. In some 
cases these specialists may be engi- 
neers to whom the architect pays a 
fee for this part of the work. Or the 
architect may write them directly. 
with the help of dealer-contractors 
or manufacturers’ representatives. It 
is possible, then, that we, as heating 
and air conditioning contractors. 
may be called on to furnish such help 
after we gain the confidence of ar- 
chitects. 


Offer Aid to Contractors 


Many homes are constructed by 
contractors from their own designs. 
and it is here, perhaps, that our pro- 
posed firm can make a real contri- 
bution. Whereas architects are usu- 
ally quite familiar with such build- 
ing features as wall and roof insu- 
lation, attic ventilation, vapor bar- 
riers, double glazing, perimeter in- 
sulation, crawl space moisture, wall 
condensation, etc. certain builders 
may not fully understand the effects 
of these factors on cooling and heat- 
ing. If our firm can provide informa- 
tion on correct practice here, we can 
establish an atmosphere of confidence 
which will generate sales. 


impresses Homeowners, Too 


Familiarity with these building 


features not only would pay off in 


demand for our service by archi- 


SPECIALIZED KNOW-HOW 
assures attention to de- 
tails in three main phases 
of every job, produces 
satisfied customers and 
business growth 


BUILDING SURVEY 


Construction details 
Power facilities 
Drain facilities 

Duct routing 
Structural limitations 


SYSTEM DESIGN 


Load calculations 
Equipment selection 
Outlet locations 
Duct design 

Piping 

Wiring 


INSTALLATION 


Serviceability 
Metal work 
Outlet installation 
Piping and wiring 
Checking and 
adjusting 


tects and contractors, but also would 
be valuable in our dealings with the 
owners of existing homes, in plan- 
ning additions to or replacements of 
their heating systems. What pros- 
pect for an air conditioning system 
would not appreciate suggestions on 
how he might reduce system capac- 


ity requirements, and consequent 


cost, by taking certain low cost steps 


toward load reduction such as add- 


ing insulation and shading? 


Must Know Construction 


Besides understanding the aspects 
of building construction which can 
affect the size and operation of an 
air conditioning system, we should 
be able to recognize various types of 
house construction and be prepared 
to recommend the best air condi- 


tioning arrangement for each. Being 
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‘Unfortunately, some people are still using design procedures they 


learned for earlier types of heating systems—rule-of-thumb meth- 


ods which should never be used for any type of modern forced air 


system.”’ 


built today are ranch-type houses. 


split levels, low-cost speculative 


houses built on slabs, conventional 


two story colonials. 


modern row 
types, duplexes, and others. For each 
type we have a choice of a variety 
of systems. For location of outlets 
we can choose the ceiling, any wall 
or the floor. For location of ducts 
we can choose the attic, walls, crawl- 
space or basement. For location of 
the equipment we can choose the 
attic, utility room, crawlspace or 
basement. We can choose water or 
air cooled 


equipment in a_ great 


many arrangements to conform to 


sper ifie conditions. 


Survey Must Be Complete 


Once the system arrangement has 
been selected, our firm must be able 
to design the complete system. A 
prerequisite is the building survey 

accumulating facts needed to de 
sign the job, whether it be for a 
new or an existing building. If we 
know our business, we will gather a 
lot of data. For instance. the cooling 
and heating load calculation is based 
on three basic factors: 1) areas of 


exposed surfaces (wall, glass, roof. 


floor and partition areas which sepa- 


rate conditioned from 


2) heat transfer (U)) 


non-condi- 
tioned space) ; 
values for each of these surfaces; 
and 3) temperature differences be- 
tween the conditioned space and the 
adjacent ambient. 

Since the l values depend on CcCon- 
struction materials and the tempera- 
ture differences depend on time of 
day, compass direction, shading and 
should be thor- 
familiar with the methods 


solar radiation, we 
oughly 
used to determine the correct value 
of each of these factors. Short cut 
methods are, of course, available. 
but should be used only on the firm 
foundation of a thorough under- 
standing of the fundamentals of load 
calculation, and should not be used 


as a substitute for it. Such an under- 


standing will enable us to exercise 
good judgment and use short cuts 
only within their limitations. 


Thumb Rules Are for Experts 


A complete building survey should 
provide all the information needed 


to calculate the heating and cooling 


THIS SPECIAL SERIES 


- « « on subjects of interest to 
residential air conditioning 
dealer-contractors is based 
on the author’s wide experi- 
ence and on constant analy- 
sis of the field by American 
Artisan’s editors. 


IT ALL BEGAN 


..+ with a complete rundown 
on fundamentals in 20 arti- 
cles beginning in August, 
1952 American Artisan, de- 
scribing basic operation of 
air conditioning equipment. 


SPECIFIC PROBLEMS 


... treated in the next phase 
of the series covered mainte- 
nance, service, installation 
and management. 


NOW 
PRACTICAL APPLICATIONS 


- « « to solve common prob- 
lems which have been expe- 
rienced by the author and by 
dealer-contractors are cov- 
ered in the current selection 
of case histories, procedure 
outlines and specific ex- 
amples. 


loads and fit a selected system into a 
given building. However, we should 
not turn this information over to the 
graduate of a_ three-day training 
course and expect that all he has to 
do is to fill in a few blanks to pro- 
duce a proper design. Forced warm 
air heating and residential air con- 
ditioning systems can be and should 
be designed to high standards. Unfor- 
tunately, some people are still using 
design procedures they learned for 
earlier types of heating systems 
rule-of-thumb methods which should 
never be used for any type of modern 
forced air systems. 

What should be the qualifications 
of a good system designer? First, he 
should be able to make intelligent 
load calculations, including all the 
essential heat gains or losses which 
are, in fact, additive. If he sees any 
unusual gains or losses which might 
be corrected economically, he should 
pass such information on to the 
buyer, showing him what overall sav- 


ings might be expected. 


Select Suitable Equipment 


Our designer should be thoroughly 
familiar with all types of heating and 
air conditioning equipment so once 
respective loads have been estab- 
lished, he can select the most suitable 
equipment for the application. Some 
of the factors he will consider in this 
phase of his job are equipment ca- 
pacity (both rated and under actual 
applied conditions) ; electrical char- 
acteristics; condenser water pressure 
drop; static pressure rating of the 
blower; location of air, water, drain 
and power connections; size; weight; 
sound level; serviceability; and even 


color. 


Avoid Distribution Compromises 


When suitable equipment has been 
selected and its location decided, our 
designer must study the problem of 
air distribution. This requires knowl- 
edge of the basic principles that 
apply and of the characteristics of 
the different types of air outlets avail- 
able. Although much application in- 


formation 


appears in some outlet 


catalogs, many give little more data 
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than sizes and construction details, 
leaving the choice entirely up to the 
designer. The designer who under- 
stands the principles of air distribu- 
tion can proceed with much more 
imagination in solving a_ problem 
than can one who merely follows a 
mechanical selection method. With 
he outlets currently available, very 
tew problems need be solved by dis- 
tribution compromises which result 
in noise, drafts or uneven tempera- 
tures. 


Base Duct Design on Air Flow 


Having tentatively selected outlets 
which are suitable for the locations 
chosen, our designer must now be 
able to connect them to the equip- 
ment with a suitable duct system. 
Here again, he has a choice between 
studying the problems so he really 
understands what he is doing or 
merely following a precalculated 
chart method that “gets by” in most 
cases. Proper duct design based on 
air flow is not difficult, and if the 
designer understands it, he can easily 
solve unusual problems which may 
not be covered by the chart. 

Design of a duct system does not. 
of course, begin and end with sizing. 
Good design requires consideration 
of routing; and this is often where 
the real challenge lies. An experi- 
enced designer will locate runs to 
avoid cross-overs, awkward _transi- 
tions, points of low head room, long 
branches carrying small air quanti- 
ties and a generally unplanned ap- 
pearance. Experience weighs heavily 
in this phase of duct design. Any 


firm which can offer this talent 


should make the most of it in its pro- 


motion. 


Installer Is Key Man 


When the designer's job is fin- 
ished, drawings and instructions are 
craftsman for 


passed along to a 


translation into an actual system. 
In the process a good design may be 
made even better. Far too often, on 
the other hand. a good design may 
result in a poor installation. The 
point is that any firm which has good 
talent in the 


design department 
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DESIGNER MUST KNOW the answers to 
specific questions on each job 


Are power facilities adequate? 
Is the service sufficient for the added load? 
Do we have the power company’s okay to add 


the load? 


Is there a convenient place to drain conden- 


sate? 


Are doors large enough to admit the largest 


equipment? 


Can the equipment be serviced conveniently as 
we propose fo install it? 


will 


outside equipment produce operating 


noise which is likely to be objectionable to 
the owner or his neighbors? 


Will outside equipment be unsightly? 


Will the structure take the weight of equip- 
ment installed in the attic? 


Do we know how to isolate noise from opera- 


tion of equipment? 


Have we visualized the duct system and looked 
for obstructions which must be considered? 


should strive to match it in the instal- 
lation department. And vice versa. 

Installation talent is often called 
workmanship. One of the first places 
it shows up is in the metal work. Let 
no one be able to remark, “Look at 
that sloppy ductwork” of the crafts- 
manship of our proposed firm. Well 
fitted, tight connections. properly en- 
larged takeoffs, plumb and horizon- 
tal runs. rigid hanging and bracing. 
accessible branch dampers all 
these details add up to the total 
appearance and are lasting, silent 
salesmen. Workmanship also shows 
at the register or air outlet. Why 
must one register in a room be lo- 
cated so low that the baseboard has 
to be cut around it while another in 
the same room is just above the 
baseboard? Why must an outlet be 
located off the center of a large win- 
dow when. with a little care it could 
have been centered? Why is a floor 
outlet out of line with the adjacent 


wall when it could easily have been 


parallel to it? Why must a dirt 
streak appear around a register when 
the rubber gasket could just as easily 
seated? Why 
checked through 
and adjusted before complaints arise ? 


have been properly 


cant a system be 


Poor Work Is Discredit 


Installation talent extends into all 
aspects of a job. Let’s not forget that 
poor wiring, awkward piping, poorly- 
fitted equipment or damaged panels. 
etc. discredit the firm. There is no 
question about the type of workman- 
ship we want our firm to turn out 
the best. 

What has been said of design and 
installation must also be = said of 
service. A good design followed by 
a good installation results in more 
than a satisfied customer, it produces 
in a real booster. It takes good serv- 
ice to keep him. and the only way 
we can sell good service is to hii 


stuff, 


servicemen who know _ their 








By Art Anderson, President 


Jacobson Heating and 
Cooling Co. 
Grand Rapids, Mich. 


WE ALL 


business have dropped to an all-time 


AGREE that profits in our 


low. I believe this situation can be 
changed. But, if it is changed, we'll 
have to do it. The customer is not 
going to do it for us. 

The poor profit picture is the re- 
sult of low selling prices. Low selling 
prices are the result of a poor under- 
standing of costs. 

Now, in order to make a_ profit 
we have to know where cost ends 
and profit begins. In our business we 
used to keep a single set of records 
and we didn’t know until the end of 
the year whether or not we had made 
a profit and we didn’t know even 
then where the profit had come from. 
Some time ago we outgrew this basic 
record-keeping system and decided 
to organize a more complete and in- 
formative one. 

Our primary need was for a sep- 
arate record for each operation. We 
established four categories: 1) heat- 
ing sales, 2) cooling sales, 3) furnace 


cleaning jobs, and 4) service work. 


m 


Cost Breakdown Produces 
Realistic Pricing System 


Nobody can run a business without knowing — 
and controlling — the sources of his profit. Here’s 
a workable record-keeping system for establish- 


ing realistic prices for your work 





This breakdown was quite reveal- 
ing. We found, for example, that the 
furnace cleaning jobs we were sell- 
ing for $12.50 were costing us about 
$15, and our $4.50 service call was 
costing just over $6. We also found 
sales 


that our air conditioning 


weren't as profitable as we'd thought. 


Take Burden Off Heating Sales 


It was obvious that we had made 
money on heating sales — enough to 
support the other three categories — 
so we revised our air conditioning 


prices and increased our furnace 
cleaning price to $18 and our serv- 
ice calls to $6. 

Three cost factors are involved in 
any installation: 

1) Labor. 

2) Material. 

3) Overhead. 

Two record-keeping forms are in- 
dispensable: time cards to assure that 
the proper labor cost is charged to 
the proper job; and job sheets to 
show what material is used and what 
job it is used on. Use of these forms 
greatly facilitates handling labor and 
materials. 

Keeping track of overhead is the 
number one problem for many deal- 


er-contractors. Everyone has over- 
head and it’s just as real as material 
cost. 

I define overhead as any operat- 
ing cost other than material and 
labor, such as rent, utilities, equip- 
ment depreciation, advertising, sales 


commissions, etc. 


Analysis Simplifies Problem 


After determining the amount of 
overhead, we faced the problem of 
We simplified the 


problem by reasoning that we are in 


distributing _ it. 


the business of selling productive 
labor, not merchandise. We operate 
on the theory that a furnace in our 
warehouse has absolutely no value to 
us until it is installed, and installing 
it requires productive labor. A man 
works about 2000 hours a year. The 
proceeds from these 2000 hours must 
pay the overhead and produce a 
profit. 

We use a formula for determining 
our actual installation labor costs. 
This year it works out to $7.20 per 
hour, which we figure is our break- 
even point. Our profit is added to the 
sum of all costs. 


Spot Checks No Good 


A follow-up check must be made 
after each installation to determine 
that previous calculations were cor- 
rect. Spot checks aren’t worth the 
time it takes to make them, because 
they tell nothing about the complete 
operation. 

To operate efficiently and _profit- 
ably we must know our costs. This 
method is the most expedient way 
we know to arrive at an honest cost 
breakdown which we can use to esti- 
mate, assure, maintain and double- 
check our profits. 
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COMPARE 


...only PENN’S RIMSET has 
all these thermostat features 


Take a few minutes to compare room thermostats... 
you'll discover only the Penn RIMSET brings you 

all the selling advantages shown below. In addition, 
it has beautiful, distinctive styling that’s at home in 
any home. And, RIMSET is so versatile! Various 
subbases are available for 12 different heating and 
cooling applications. Thus, if cooling is added 

later, simply change the subbase and use the same 
thermostat. So... take a few minutes to compare and 
you, too, will discover... 


It’s best to buy Penn! 


PENN CONTROLS, VC. xe, nn 


EXPORT DIVISION: 27 E. 38th ST., NEW YORK, N.Y. 
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Zauilder saves up to 


$85 per house 


with Zysite ArLDuce 





Strong ...durable...Transite eliminates 
costly concrete encasement 


More and more builders are coming 
to realize the profit opportunity in 
perimeter heating-cooling systems 

. and the additional savings when 
Transite Air Duct is used. 


One example is Herbert Kendall, 
New Jersey builder. He credits per- 
imeter heating—and theeliminationof 


Transite reduces your concrete costs sub- 
stantially. It needs no encasement... can 
be laid directly on prepared bottom. 


costly basements—as a major reason 
why he can market his $17,000 homes 
for less than $10.50 per sq. ft. 

Mr. Kendall also says that Tran- 
site® Air Duct alone saves him up to 
$85 per house in concrete and place- 
ment of it! 

In perimeter heating-cooling sys- 
tems —Transite Air Duct saves in 
both time and material. It needs no 
encasement . . . can be laid directly 
on the prepared bottom. Transite also 


JOHNS-MANVILLE 


BOX 14AA, NEW YORK 16, N.Y. 


Name 
Gentlemen: 


Kindly send me a copy Firm 


won't float . . . needs no special sup- 
ports or anchors. Just position ducts 
and pour concrete. Transite won’t 
crush, dent or deform. Transite’s light 
weight and 10’ lengths make installa- 
tion still easier. Fittings can be made 
right on the job. 


Send coupon today for your free 
copy of the Transite Air Duct Data 
Kit. It contains specifications, in- 
stallation methods—even testimony 
from builders about dollar savings. 


JOHNS -MANVILLE 


PRODUCTS 








of the Transite Air Duct 
Data Kit. 





City 


Address 





Zone State 
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CATALOG 517 


READY UNITS 
V-belt driven 


on worm ue 


N COMPANY, Kalamaxcoo, Michigan 


Packaged" fans . . . ready-to- 

run units for supply and exhaust 

jobs ranging to 25,000 CFM. 

Adjustable in-the-field to 8 dis- 

charge directions. Available for , 
halls culdede endl tadinnt lau CLARAGE FAN CO., 619 Porter St., Kalamazoo, Mich. 
tions. Send for 36-page catalog Please send your Ready Unit Catalog 517. 
containing complete information 

or contact nearest Clarage sales ome 


engineering office. 
9 9 COMPANY 


ADDRESS 


Dependable equipment for making air your servant 


CLARAGE FAN COMPANY 


Kalamazoo, Michigan 
SALES ENGINEERING OFFICES IN ALL PRINCIPAL CITIES e IN CANADA: Canada Fans, Ltd., 4285 Richelieu St 


., Montreal 
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YOU AND THE LAW 


Does Liability End with Completion of Contract? 


Unless a certain exception can be proved, the general 


rule is that the dealer-contractor is no longer liable for 


injuries to third parties when the customer accepts the 
installation as satisfactorily completed 


IN THE CONTRACT for sale of a small 
commercial summer air condition- 
ing system, the dealer-contractor 
agreed to inspect the system every 
month. No definite date was set for 
the inspections and the agreement 
imposed no obligation on the dealer- 
contractor to make repairs. 

Three or four weeks following 
one of the inspections, water leaked 
from the unit and a woman custom- 
er in the owner's 


slip, ' and fell. 


The victim of this 


establishment 


accident 
brought suit against the dealer-con- 
Denied 


lower court, she appealed. 


tractor. recovery in the 


The dealer-contractor defended 
that after the inspection had been 


made his liability ended. 


Acceptance Absolves Seller 


The appellate court said a gen- 
eral rule is well established holding 
that an independent contractor is 
not liable for a third person’s inju- 
ries after the contractor has com- 
pleted his contract and turned the 
work over to the owner and he has 
accepted it—even though the injury 
is a consequence of the contractor's 
failure to carry out his contract 
properly. 

The court quoted from a recog- 
nized legal authority: “When the 
work is finished by the contractor 
and accepted by the employer, the 
latter is substituted as the party re- 
sponsible for existing defects; and 


the same rule is applied to subcon- 


tractors so as to relieve them from 
liability to the original employer 
where their work has been finished 
and accepted. 

“The reason for the substitution 
of liability is found in the general 
doctrine that an action for negli- 
gence will not lie unless the contrac- 
tor was under some duty which he 
has omitted to perform to the in- 
jured party at the time and place 
where the injury occurred.” 


Consider Customer Negligence 


This rule was applied by a New 
England court, to a similar case in 
which a dealer-contractor was ab- 
solved of liability to a third party 
(other than the customer) after his 
work had been completed and 
turned over to the purchaser. 

“Ordinarily in such cases,” said 
the court, “there is found a break 
in the connection between the con- 
tractor’s negligence and the injury. 
It is the intervening negligence of 
the customer that is the proximate 
cause and not the original negli- 
vence of the contractor. By occupy- 
ing and resuming possession of the 
work the customer deprives the con- 
tractor of all opportunity to rectify 
his wrong. 

“Before accepting the work as 
being in full compliance with the 
terms of the contract he is presumed 
to have made a reasonably careful 
inspection thereof and to know its 
defects. And if he takes it in a de- 
fective condition he accepts the de- 


fects and the negligence that caused 
them as his own, and _ thereafter 
stands forth as their author. 

“When he accepts work that is in 
a dangerous condition, the immedi- 
ate duty devolves upon him to make 
it safe. If the customer fails to per- 
form this duty and a third person 
is injured it is his negligence that 
is the direct cause of the injury. 

“A contractor or workman is 
surely not an insurer of the ever- 
lastingness of the materials and 
workmanship. The owner is under 
obligations to give such inspection 
and make such repairs as will at 
least preserve the equipment from 
the dangerous effects of natural 
causes which no foresight of con- 
struction can guard against.” 


Bases Case on Exception 


The woman who slipped in the 
water from the air conditioner, how- 
ever, rested her case against the 
dealer-contractor on an exception 
which has been set up to this rule: 
that the dealer-contractor’s liability 
continues if the work is turned over 
to the owner so negligently defective 
that it is inherently dangerous. 

The court found no application 
of this rule in the lady’s claim. 
“This air conditioner is no more 
inherently or intrinsically danger- 
ous than the old familiar ice box 
with its drain pipe and drip pan, 
nor the kitchen sink with its drain 
pipe,” the court held. “We are not 
here dealing with an instrument 
which causes electrocution, explo- 
sion or suffocation, but the over- 
flow caused by a stopped-up drain 
pipe, the cause and result of which 
would be obvious to the ordinary 
housewife.” 

[Note: While this discussion applies to actual 


cases, it should be remembered that legal rules 
vary in different states.} 
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= HEATWAVE 
= COMES TO 
= DALLAS 


IN FEBRUARY 


Treo Oe 


FOR THE 2ND SOUTHWEST HEATING AND AIR 
CONDITIONING EXPOSITION FEBRUARY 1-4 

Southwest Manufacturing Company will present their complete 
line of year round HEATWAVE air conditioning equipment—dgas 
heating, electrical refrigeration, and heat pump! Plan your 
schedule to visit Booth 614. 


DS 


OT 
a 
~S 
 —_ 

, em 
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Shown is the Heatwave 75,000 
gas-fired Hi-Boy furnace wit 
coil, 1650 CFM, compressor 
is 4 horsepower. A rea 
Southwest area, by Southwest 
Manufacturing Company 


HEATWAVE 


Heatwave is manufactured by The Southwest Mfg. Co. of Aurora 
a subsidiary of The F. E. Myers & Bro. Co. of Ashland, Ohio, 
manufacturers of the famous Myers Pump 
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ott WELTY-WAY Presentsa NEW 


Continuous Style ‘‘K’’ Gutter Machine 


Now ... to make your service more complete, WELTY- 
WAY has developed another new continuous Style "K" 
gutter machine. It's another Welty-Way ‘‘first'’ and will 
Also avail- enable you to make Style ‘'K'' gutters, any length, at a 
able from WEL- rate of 100 #. OR MORE per min. This machine is 10 ft. 
TY-WAY is the long, 21'/2 in. wide and 46 in. high. The 3 hp machine 
standard % hp single will run 100 ft. per min. of 26 ga. galvanized iron and 
phase gutter machine makes 4 in. (10 in. girth) or 5 in. (12 in. girth) standard 
which can be mounted on a style K gutter. At a rate of 150 ft. per min., the 5 hp 
Yy ton pickup truck or a two- machine will make 4 in. (10 in. girth) or 5 in. (12 in 
wheel trailer. Capacity: 24 ga. to girth) gutter. 
30 ga. galvanized iron, aluminum, cop- 
per, stainless steel; Maximum Speed: 35’ 
per min.; Length: 8 ft., including feed table. 


Write us today for more information 


WELTY-WAY ... en 
Collar Attaching Machine — attaches collars to boots & fittings 


A time and money saving machine to help you reduce working time considerably. In 
only one hour one man operating the WELTY-WAY Collar Attaching Machine will 


attach from 200 to 300 collars without preforming to boots and fittings of various forms 


ranging from 4" to 8". No preliminary crimping or beading is required and it takes 
approximately 10 minutes to change dies from one size collar to another. 

This machine expands boot or fitting, grooves both collar and boot or fitting, and 
attaches collar to boot all in one operation. Production output on collar attachment is 
increased 300-400 per cent. 


WELTY-WAY 


Products, inc. 


714 FIRST AVE., N.W. CEDAR RAPIDS, IOWA 
Manufacturers of WELTY-WAY Collar Attaching and Gutter Machines 
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---finding price competition tough? 
ADVANCE THE SALE OUT OF THE “LOW PRICE” CLASS 


ey usinc AMERICAN ARTISAN’S 
STANDARDS FOR 
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RATING HEATING SYSTEMS 


This set of standards, presented in a series of 19 articles in 
American Artisan and developed by Professor 5S. Konzo of 
the University of Ilinois, is the most effective sales promo- 


tial \ 
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tion tool the industry has ever used to beat price competi- 
tion for quality installations. They are condensed here to 
help you present the quality story to prospects. These stand- 
ards are already being used successfully by many heating 
dealers. 





Editors, American Artisan 

6 N. Michigan Ave., Chicago 2, Ill. 

SEND ———— STANDARDS CARDS AT 
© by salesmen as sales too! 2c EACH, (+ 25c service charge each 
package) cash with order. 


STANDARDS CARDS MAY BE USED 


as direct mail pieces 


as handouts at homeshows, fairs, et 


ADDRESS 
: CITY 


as showroom displays 
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WHAT THE ASSOCIATIONS ARE DOING 





Describe Vital Role Played by Wholesaler 
In Today's Competitive Business Picture 


ATLANTIC cITy, N. J. 


selling and sales 


* Aooressive 
promotion were 
practically unknown by the whole- 
saler a hundred years ago. but the 
modern wholesaler makes wide use 


of such selling tools as_ traveling 
salesmen, advertising, illustrated 
catalogs, and many other promotional 
devices.” This is the way Noel E. 
Girard. president. Girard Steel Sup- 
ply Co.. St. Paul. began his answer 
to the question. “Is the Wholesaler 
on the Way JQut?™ at the 49th annual 
meeting of the National Association 
of Sheet Metal Distributors. 

“The wholesaler has to meet and 
solve many problems.” he continued. 
“He must expand his business to 
keep pace with the growing produc- 
tion capacity of American industry, 
pay out a large portion of his net 
profits in taxes, and yet keep his 


business financially sound. 


Becoming More Important 


“In today’s competitive business 
scene. the true function of the service 


wholesaler in our modern economy 


is becoming more important and is 
rightfully 


His role is vital but not too well 


receiving more attention. 


understood, since, due to the nature 
of this business, the consuming pub- 
lic has very little contact with him. 

“However. the general public is 
beginning to grasp the all-important 
fact that it is the availability of prod- 
ucts that makes possible our high 
standard of living. The miracle of 
distribution is seen in the fact that 
one can go to the corner store ina 
big city in the East or to a remote 
crossroads shop in a resort area ol 
northern Minnesota and find the 


same products offered for sale. 


Wholesaler Is ‘Bridge’ 


“It is becoming more and move 
obvious that this remarkable fact of 
availability is not just an accident. 
The service wholesaler is the heart 
of this movement of goods from fac 
tory to consumer. The wholesaler’s 
services add value to each item by 
making it available when the con- 


sumer demands it. 


Efforts to Upgrade Installations 
Proving Successful, BHCB Says 


kfforts of the Detroit 


Heating and Cooline Bureau 


DrETROIT 
Better 
to upgrade the level of warm air 


heating installations in the Detroit 


we 
COOLING BUREAL 


and Re seHHTE 


er 4 
yOu CAN'T BEAT | 
¢ WARM AIR HEAT 
4 " 


eGoassutite sesier 

. ce sont 
“ere 
sernct 


GEORGE J. ASHER (left), executive secre- 
tary, Detroit Better Heating and Cooling 
Bureau, discusses display sign with A. W. 
Keats, chairman of the bureau's board of 
trustees, and Norman Nakkula, secretary 
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area are beginning to get results, 


according to George Asher. execu 
live secretary of the association. 
Some of the group's accomplishments 
over the past several months include 
the drafting of a residential heating 
code which Detroit area municipali- 
ties are being urged to adopt. the 
establishment of classes where heat 
ing inspectors can learn what to look 
for in checking installations. and the 
sponsorship of sf hools to ceach warm 
air dealer-contractors about new tech 
niques and developments. 

homeowne1 


The bureau invites 


(Continued on page 76 


“The service wholesaler makes it 
unnecessary for the retailer to main- 
tain large. slow moving stocks. The 
wholesaler takes care of warehousing, 
delivering exact items as needed in 
sizes. colors, models and assortments 
required by the retailer. The whole- 
saler makes it possible for the retailer 


(Continued on page 72) 


Ribnick Addresses 
Region 10 Wholesalers 


Members of the 
Northamerican Heating and Aircon- 
W holesalers’ 


Region 10, met recently at Rodger 


Los ANGELES 


ditioning Association, 


Young Auditorium to hear Gerson 
Ribnick. managing director of the 
Institute of Heating and Air Condi- 
tioning Industries, discuss an  insti- 
lute sponsored direct mail campaign 
designed to upgrade the heating in 
dustry. 

The campaign will consist: of a 
series of cartoons and messages 
mailed over an eight-week period to 
all dealer-contractors in the industry 
which will show causes of business 
failures and point out methods of 
preventing such failures. A total of 
1000 pieces will he 


week during the eight-week period to 


mailed every 


all southern California dealer-con 
tractors in the industry. 

The committee in charge of the 
program consists of Reggie Hesling. 
Climate Distributing Co.: Sam Block. 
Reliable Steel Co.: and Milt’ Meeder. 
Rheem Mfe. Co. 

Purpose of the program is to show 
dealer-contractors how to avoid pil- 
falls of bankruptey and to upgrade 
the entire industry by encouraging 
the use of better business principles 
and management. 

Mr. Ribnick pointed out that all 
distributors and manufacturers with- 
in the industry will have an oppor- 


tunity to par ticipate. 
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Wholesaler Essential in Modern Business 


(Continued from page 71) 


to turn his capital investment several 
times a year, enabling the retailers 
to work on a lower profit margin 
and hold down the price to the con- 
sumer. Eliminate the service whole 
saler and you will eliminate millions 
of small business men who are vital 


to the economy of our country. 


Can't Eliminate His Cost 


“Some manufacturers have tried 
to eliminate the wholesaler’s cost, but 
have found themselves in unfamiliai 
territory with no lessening of cost. 


After costly 


these manufacturers have turned to 


experience, many ol 


the wholesaler again. People and 
businesses can be eliminated, but not 
the wholesaling function or its costs 
Some types of products may best be 
sold direct from manufacturer to re 
tailer or consumer, but the whole 
saling cost is not eliminated. The 
wholesaling function must be pet 
formed by either the manufacturer 
or the retailer and the costs absorbed. 
A good wholesaler’s delivery system 
is efficiently planned to furnish 
maximum service at minimum cost. 

“In 1939, the Census Bureau listed 
101,000 service wholesalers. Fifteen 
years later, in 1954, there were 165. 
000 such establishments, and it is 
now estimated that there are 185,000 
service wholesalers with an increase 
in sales of over 


19 9 sales fieure 


00 percent of the 


Wholesalers Employ 4 Million 


There are about L.000.000 people 


employed today in the wholesale 
business in this country. The kind 
of job we do today in working close- 
ly with the some 10,000,000 em- 
ployees in retail business will be the 
key to the prosperity we all hope to 
enjoy in the years ahead of us. 
“These facts show that wholesaling 


is not on the way out. They prove 


that wholesaling is the established 
way to market most products manu- 


factured for this industry.” 


‘Personnel Our Greatest Asset’ 


“What Is To- 
morrow’s Challenge?” was answered 
by Harold W. Squire, president. 
Tiffin Art Metal Co., Tiffin, O.. who 


The question of 


“In all of my studies of modern 
management principles. [ have heen 
impressed with the point that we al- 
ways seem to get back to the one 
fact that our human organization 
is our greatest asset. [| think all of 
us have heard many times that if an 
employer can surround himself with 
very capable employees, he has the 
battle won. But it is not this simple. 
There is surely no asset in a com- 
pany that is more difficult to obtain. 
both in terms of dollars and time. 
than this human organization, but. 
having built this human organization 
through much time and expense as 
well as a few gray hairs. the employ- 
er cannot sit back behind his desk 
surrounded by very capable em- 
ployees and expect everything to run 


smoothly. 


Need Management Tools 


“Large companies have recognized 
some of the problems involved and 
use more or less scientific manage 
ment tools not only to select their 
human organizations, but to properly 
evaluate, communicate with, and di- 
rect the efforts of their personnel for 
the benefit of the organization and 
the individual. To meet tomorrow’s 
challenge, our company has, in the 
last few years, endeavored to initiate 
the use of as many of these manage- 
ment tools as possible. 

“One of these tools is aptitude 
testing in the selection of employees. 


(Continued on page 76) 


(Continued trom page 71) 


IHACI Hears 
Committee Reports 


Los ANGELES The Institute of 
Heating and Air Conditioning Indus 
tries held its first fall meeting at the 
Rodger Young Auditorium in Los 
Angeles. Reports were heard from 
various committee chairmen includ- 
ing Richard Renz, head of the in- 
described 


the work being done by ITHACI to 


obtain a lower cost group workmen’s 


surance committee, who 


compensation insurance, and Glenn 


Ewing, public relations chairman. 
who stated that a consumer-directed 
publicity program designed to help 
upgrade the industry is now under- 
way. Joe Wilson. education commit- 
tee chairman, pointed out that several 
institute sponsored classes are now in 
session, and two more are in the plan- 
ning stage. For example, he said. a 
nine week course on “Sales Speech 
and Salesmanship in Heating and 
Air Conditioning” is being conducted 
at Los Angeles Metropolitan College 
of Business. Classes are held on 


Wednesday 


fee is $2.50 


evenings. Registration 


Discuss New Heating 
Code for Indianapolis 


INDIANAPOLIS All warm air heat- 


ing-air conditioning dealer-contrac- 
tors in the Indianapolis area as well 
as their sales and service personnel 
were invited to attend a recent meet- 
ing of the Heating & Air Condition 
ing Association of Indianapolis. Ine. 
Non-members of the association were 
urged especially to attend to obtain 
the latest information on gas heatine 
permits, a new heating and air con- 
ditioning code for Indianapolis, re- 
duced rates for electric heating, the 
effect of the steel strike on the warm 
air dealer-contractor’s business, and 
regulations affecting electrical service 
requirements for heating and ait 
conditioning in existing residences. 


(Coming Events on page 74) 
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What else 

















es your Stainless Steel Distributor 
offer besides freedom from risk? 


Emergency production orders, requiring stainless steel in quantities and 
sizes not available in your own stocks, may often involve the very real risk 
of lost business, and consequent lost income. On the other hand, any 
effort to stock inventories large enough to meet every possible contin- 
gency would require the risk of considerable capital. But these risks can 
be eliminated when you rely on your Republic ENDURO" Stainless Steel 
Distributor—your Steel Service Center. From his complete stocks, your 
Republic Distributor can provide rush deliveries of steel in the precise 
quantities needed, cut to your specifications. 

And freedom from risk is only one of the major advantages you enjoy 
when you depend on your Steel Service Center. By eliminating your own 
in-plant inventories, you save money on costs of space, equipment, man- 
power, scrap, wastage, taxes, and insurance. Capital tied up in steel stocks, 
can be freed for more productive uses. 


By becoming better acquainted with your local Republic Distributor, 
you also avail yourself of expert fabricating and metallurgical know-how. 
Through your Steel Service Center, the experience of Republic field, 
laboratory, and mill metallurgists is always available. 

Contact your Republic Stainless Steel Distributor now, at one of the 
Steel Service Centers listed below. He’ll be glad to explain his service 
in detail. 


CALL YOUR REPUBLIC STAINLESS 


ALABAMA 
Atlantic Steel Company, 
Birmingham, 
Reynolds Aluminum Supply Co., 
Birmingham, 


J. M. Tull Metal & Supply Co., Inc., 


Birmingham, 
ARIZONA 

Ducommun Metals & Supply Co., 

Phoenix, 
ARKANSAS 

Hammond Sheet Metal Co., 
Fort Smith, 

Little Rock, 
CALIFORNIA 

Allen Fry Steel Company, 
Los Angeles, 

Ducommun Metals & Supply Co., 
Berkeley 10, 

Los Angeles 54, 
National City, 

E. M. Jorgensen Company, 
Los Angeles 54, 
Oakland 23, 

COLORADO 

Marsh Steel Corporation, 

Denver 16, 


CONNECTICUT 


Edgcomb Steel of New England, Inc , 


Milford, 
FLORIDA 

Caulley Steel and Supply Co., 
Fort Lauderdale, 
Miami, 
Orlando, 

Eagle Roofing and Art Metal 
Works, Inc., 
Tampa, 

Reynolds Aluminum Supply Co., 
Miami, 


J.M.Tull Metal and Supply Co.,inc., 


Jacksonville, 
Miami, 
Tampa, 


GEORGIA 
Atlantic Steel Company, 
Atlanto I, 
Hubbel! Metals Inc., 
Marietta, 
Reynolds Aluminum Supply Co., 
Atlanta I, 
Savannah, 
J. M. Tull Metal & Supply Co., Inc., 
Atlanta 2, 
IDAHO 
Pacific Metal Company, 
Boise, 
ILLINOIS 
Chicago Steel Service Company, 
Chicago 32 
INDIANA 
Hubbell Metals Inc., 
Indianapolis 2, 


Ohio Valley Hardware & Roofing Co., 


Evansville, 
KANSAS 
Marsh Steel Corporation, 
Wichita, 
KENTUCKY 
Hubbell Metals Inc., 
Louisville, 
Reynolds Aluminum Supply Co., 
Louisville, 
Williams and Company, Inc., 
Louisville 3, 
LOUISIANA 
Marsh Steel Corporation, 
Baton Rouge, 
MARYLAND 
Hill-Chaze Steel Company of 
Maryland, 
Baltimore 3, 
MASSACHUSETTS 
Edgcomb Steel of New England, 
Inc. (Boston), 
Nashua, New Hampshire, 
Hawkridge Brothers Company, 
Boston 10, 


REPUBLIC STEEL & 
Ulorbti leit Range off Sttuclara, Sttals aud: Stole Proclatt 


MICHIGAN 
Huron Steel Company, 
Detroit 16, 
MISSOURI 
Hammond Sheet Metal Co., 
St. Louis 5, 
Hubbell Metals Inc., 
Kansas City 16, 
St. Louis 3, 
Marsh Steel Corporation, 
North Kansas City 16, 
NEW HAMPSHIRE 


Edgcomb Steel of New England, Inc., 


Nashua, 
NEW JERSEY 
Abarry Steel Company, 
Perth Amboy, 
Atlas Steel Supply Company, 
Morris Plains, 
Benedict-Miller, Inc., 
Lyndhurst, 
International Corporation, 
Hillside, 
Miller Steel Company, Inc., 
Hillside, 
NEW YORK 
Atlas Supply Company, Inc., 
Bronx 58, 
Beals, McCarthy and Rogers, Inc., 
Buffalo 5, 
Brace-Mueller-Huntley, Inc., 
Buffalo, 
Rochester, 
Syracuse, 
Bruce and Cook, Inc., 
New York 38, 
Ernst lron Works, 
Buffalo, 
Follansbee Metals Corp. of New 
York, 
Rochester, 
Hamsley, Inc., 
Brooklyn 32, 
K. & S. Metal Supply, Inc., 
Long Island City, 


NEW YORK (Cont.) 

Metal Purchasing Company, Inc., 
New York 1, 

Schwarz and Cohn, Inc. 
Brooklyn, 


NORTH CAROLINA 
Reynolds Aluminum Supply Co., 
Raleigh, 
Vance Iron and Steel Company, 
Charlotte, 
OHIO 
The Ohio Metal & Manufacturing Co., 
Dayton 2, 
Vorys Brothers, Inc., 
Columbus 8, 
Williams and Company, Inc., 
Cleveland 14, 
Cincinnati 29, 
Columbus 8, 
Toledo 12, 


OKLAHOMA 
E. M. Jorgensen Company, 
Tulsa, 


OREGON 
American Steel Warehouse Co., 
Portland 14, 
Pacific Metal Company, 
Portiand 9, 
PENNSYLVANIA 
Hill-Chase and Company, Inc., 
Philadelphia 34, 
Potts-Farrington Company, 
Philadelphia 29, 
Horace T. Potts Company, 
Philadelphia 34, 
The Warren Company, 
Erie, 
Williams and Company, Inc., 
Pittsburgh 33, 


RHODE ISLAND 


Edgcomb Steel of New England, Inc., 
Slatersville, 


TENNESSEE 
Hubbell Metals Inc., 
Memphis, 
Mid-States Steel, Inc., 
Nashville, 
Reynolds Aluminum Supply Co., 
Memphis, 
Nashville, 
Siskin Steel and Supply Co., 
Incorporated, 
Chattanooga, 
Vance Iron and Steel Co., 
Chattanooga, 
TEXAS 
E. M. Jorgensen Company, 
Dallas, 
Houston, 
UTAH 
Structural Steel and Forge Co., 
Salt Lake City, 
ZCMI Wholesale Distributors, 
Salt Lake City, 
VERMONT 
Edgcomb Steel of New England, Inc., 
Bennington, 
VIRGINIA 
Dominion Culvert and Metal Corp., 
Roanoke 5, 
Reynolds Aluminum Supply Co., 
Richmond, 
WASHINGTON 
Ducommun Metals & Supply Co. 
Seattle, 
Pacific Metal Company, 
Seattle, 
CANADA 
Drummond McCall and Co., 
itd., 
Toronto, Ontario 
Montreal, Quebec 
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January 


National 


annual 


Jan. 17-21 Association of Home 
Builders Hilton and 
Sherman Hotels. Chicago. John M. Dicker 

-m. We. 


convention. 


man, executive director, 1625 I 
Washington 6. D. ¢ 


Jan. 3l-Feb. 3 New 
Metal. Roofing & Air 


tractors Association. 


York State 


Conditioning Con 


Sheet 


annual convention. 
Hotel Stuyvesant, Buffalo. N. Y. Clarence 
J. Meyer. secretary, 567-569 Genesee St.. 


Buffalo | 


February 


Conditioning 


2nd Southwest Heating and Air 
Memorial Audi 


Stevens, exposi 


Exposition 
torium, Dallas. Tex. EF. K. 
tion manager, International Exposition Co.. 


180 Lexington Ave.. New York 17. 


Keb. 1-4 


frigerating and 


American Society of Heating, Re 
Engi 
Baker and 
Adolphus Hotels, Dallas, Tex. R. C. 
Fifth 


Air-Conditioning 


neers, semi-annual meeting. 


Cross, 
Ave., New 


executive secretary, 234 


York. 


Feb. 4-5 Sheet Metal and Warm Air Heat 
ing Contractors’ Association of Indiana. an 
nual convention. Severin Hotel, Indianap 


olis. J. W. Ridgway, president. 53 W 
Meredith. Frankfort. Ind 


Keb. 8-10 Sheet Metal Contractors’ Asso 
ciation of Illinois. annual convention. Pere 
Marquette Hotel, Peoria. Jay E. Harms. 


secretary, 1619 N. Sheridan Rd., Peoria. 


Keb. 12-13 


tractors’ 


Sheet Metal and Roofing Con- 
Association of Minnesota, annual 
convention. Lowry Hotel, St. Paul. Dale 
Lynch, secretary, 5 W. Lake St.. Room 
OL, Minneapolis 6 


Keb. 15-18 Annual Industrial Ventilation 
Conference. Kellogg Center, Michigan State 
University, East Lansing, Mich. James C. 
Barrett, Michigan Department of Health, 


Lansing 4 





Coming Events 


March 


Mar. 6-9 


Association. 


Ohio Sheet 


annual 


Metal Contractors’ 
Deshler- 
Hilton Hotel, Columbus. Donald E. Dieterle, 
1603S. Blvd., 


convention. 


executive secretary. Cove 


Toledo 6. 


Mar. 7-9 
ciation of Wisconsin, annual convention. 
Schroeder Hotel, Milwaukee. Robert S. 
Schmieder, secretary, 8320 W. Bluemound 


Rd. Milwaukee. 


Sheet Metal Contractors’ 


Asso- 


Mar. 9-11] 


Assor iation. 


Michigan Heating & Sheet Metal 

annual convention. Pantlind 
Hotel. Grand Rapids. N. J. Biddle, execu- 
Grand Blvd.. De- 


tive secretary. 3035 E. 
troit. 


Mar. 21-24 2nd Annual Industrial Ventila- 

tion Conference. North Carolina State Col- 
Raleigh. N. C. David B. Stansel. 
assistant director. Division of College Ex- 
tension, North Carolina State College, P.O. 


Box 5125, Raleigh, N. Sas 


leze. 


Mar. 30-Apr. 1 


turers’ 


Gas Appliance Manufac- 
annual convention. 
Greenbrier Hotel, White Sulphur Springs. 
W. Va. Gas Appliance Manufacturers’ As- 
sociation, 60 E. 42nd St.. New York 17. 


Association, 


April 


America. 
convention and Park 
Sheraton Hotel and the Coliseum, New 
York City. R. H. L. Becker, managing di 
rector, 500-5th Ave., New York 36. 


Apr. 4-7 Oil Heat Institute of 


annual exposition. 


Apr. 28-30 


Roofing and Sheet Metal Con- 
Association of Florida, annual 
convention. Langford Hotel, Winter Park. 
Fla. Eldon G. Goldman, P. O. Box 543. 


Winter Park. Fla. 


tractors’ 


May 


May 26-28 Sheet Metal and 


tioning Contractors’ National 


Air Condi- 
Association, 
Inc., annual convention. Hotel Statler, Bos- 
ton. J. D. Wilder, executive secretary, 107 
Center St., Elgin, Hl. 


(For additional Coming Events see page 76) 
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Another new development using 


B.EGoodrich 


Chemical «e+ materia: 


Blowers and fans, ductwork and fittings and bolts, nuts and washers are all manufactured of Geon by Industrial Plastic Fabricators, Inc., 
Norwood, Mass. B. F.Goodrich Chemical Company supplies the Geon polyvinyl material. 


Blower and ductwork of Geon 
solve corrosive fume problems 


The manufacturer of this air han- 
dling equipment can promise buy- 
ers efficiency as high after years of 
operation as right now. The equip- 
ment is made from sheet made of 
Geon rigid vinyl. Unlike conven- 
tional coated blowers and fans which 
usually handle just one type of 
chemical fume, this equipment with- 
stands corrosion and residual build- 
up of nearly all chemicals. Installa- 
tions are often lower in cost because 
of weight savings. 

Sheet of Geon rigid vinyl is 
extremely versatile for fabrications 


B.EGoodrich 
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like this—it can be heat-formed to a 
variety of shapes, precision welded, 
machined and finished to close toler- 
ance. The flexibility made possible 
with Geon makes possible new de- 
sign features impractical with other 
materials because of prohibitive 
costs. 

Geon rigid vinyl materials are 
providing new applications and new 
markets for a broad variety of 
manufacturing companies. For infor- 
mation about the many forms in 
which Geon can be obtained, write 


Dept. AY-6, B.F.Goodrich Chemical 


Company, 3135 Euclid Avenue, 
Cleveland 15, Ohio. Cable address: 
Goodchemco. In Canada: Kitchener, 
Ontario. 


B.F.Goodrich Chemical Company 
a division of The B.F. Goodrich Company 


GEON polyvinyl materials - HYCAR rubber and latex - GOOD-RITE chemicals and plasticizers 
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Coming Events 


(Continued from page 74) 


June 


June 16-18 Sheet Metal, Air 
Conditioning and Roofing 
Contractors’ Association of 
annual con- 
Hotel, 
Lieber- 
Mer- 


Ambridge, Pa. 


Pennsylvania, 
Lawren e 
Erie, Pa. Earl W. 
mann, secretary, L411 


chant St., 


vention. 


Carolinas 
Sheet Metal 


Association, an- 


June 30-July 2 
Roofing and 
Contractors’ 

nual convention. Ocean For- 
est Hotel, Myrtle Beach, 
S. C. H. J. Stockard Jr.. 
executive secretary, r. & 
Box 408, Raleigh, N. C. 











Detroit Heating Bureau 
Reports Accomplishments 


(Continued from page 71) 


spection team finds that an installa 


tion fails to meet code requirements, 
the violation is brought to the at 
heating 


tention of the builder ot 


dealer-contractor involved. If such 
individuals are slow to act, the vio- 
lations are reported to building in- 
spectors and to FHA and VA offi- 
cials. To date, according to Mr. 
Asher, all substandard work dis 
covered has been corrcted. 
Recently, the bureau states, A. 5S. 
Marvin. chief architect for the De- 
troit FHA office, sent a bulletin to 
all builders informing them that heat 
ing plans which bear the stamp of 
approval of the Better Heating and 
Cooling Bureau of Detroit and which 
supply the specific information — re 
quired by FHA and VA will be ae 
ceptable to both the FHA and VA 


Detroit insuring offices. 


Canadian Association 


Holds Evening Classes 


TORONTO To help Toronto dealer- 
contractors meet the requirements of 


new heating legislation, The National 


TORONTO dealer-contractors study design 


procedures recommended by _ National 


Warm Air Heating and Air Conditioning 
Association 


Warm Air Heating and Air Condi- 
tioning Association of Canada is cur- 
rently conducting two night school 
training courses, one in the eastern 
part of the city and the other in the 
western section. As the current class- 
es are filled to capacity, the associa- 
tion is planning a second series 
which will commence on January 5. 

{ pon conclusion of the course. the 
delegates will be required to take a 
which will be 


submitted to the association for erad- 


written examination 


ing. Those who are successful in the 
examination will be issued a NWAH- 
ACA qualification certificate. 

An outline of the course of study 
for presentation at night schools has 
been prepared and is heing offered 
to all local NWAHACA chapters with 
the suggestion that local chapters 
might sponsor and conduct their own 


night schools. 


OHI Membership 
Committee Appointed 


New York Crry A seven-man 
membership committee for the Oil 
Heat Institute of America has been 


Fred Heaney. OHI 


president. Chairman of the Commit- 


appointed by 


tee is Charles Bendix. Other members 
are Milton Way. Walter Blake. T. 
Reed, Art Winkler. Thomas R. Byrley 


and Frank Breese. 


(Continued from puge 74) 


Tell Wholesaler’s 
Role in Business 


(Continued from page 72) 


Another is the organization chart 


which we have used for several 
years to improve communications in 
our operation, Last year we began 
the long process of getting accurate 
job descriptions another manage- 
ment tool written for all of the 
various jobs in our company. 

“| believe it is going to be neces- 
sary for all of us to use management 
tools such as these to help us meet 
tomorrow's challenge.” 

A. B. Lewis, Palmer-Donavin Mfg. 
Co.. was elected to serve as president 
during the coming year. New vice 
Robert W. Mason. 
Marathon Equipment & Supply. Ltd.. 
and Noel E. Girard, Girard Steel 


Supply Co. New members of the eX- 


presidents are 


ecutive committee. who will serve un- 
til 1962. are W. L. Schoedinger, F. 
QO. Schoedinger, Inc.. and Orin J. 
Lockwood Jr.. Binghamton Hardware 
Co. 


New York State 
Works on Program 


For Convention 


Burrato, N.Y. The New York 
State Sheet Metal. & Ai 


Contractors’ Associa- 


Roofing 
Conditioning 
tion has already lined up several 
speakers for its forthcoming annual 
convention to be held January 31- 
February 3. Ira B. Reed, chief engi- 
neer, Lroquois Gas Co., Buffalo, will 
discuss “Warm Air Heating and Air 
Conditioning Using Gas.” and Clar- 
ence J. Meyer. chairman of the Buf- 
falo Code & Licensing Division. will 
explain “How to Set Up Local Codes 
Heal- 
ing.” Wilbur Bull. executive director 
of the Northamerican Heating & Air 
Wholesalers’ 


tion. will describe the advantages of 


and Licensing for Warm Air 


Conditioning Associa- 


“Prospecting with Suppliers for Bet 
ter Profits.” 
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4-POINT PROFIT PROC RAM! 


@ QUALITY! 


You can depend on Coolerator quality to protect 
your profits. Careful engineering, proven com- 
ponents, precision assembly, and grueling testing 
of every unit cut service calls and assure complete 
customer satisfaction. Coolerator equipment has 
one of the best operating records in the industry. 


@ FEATURES THAT SELL! 


Your salesmen have outstanding product ad- 
vantages to talk about with Coolerator. To help 
you close sales, the amazing LECTROFILTER is 
the greatest single new feature since air condition- 
ing was introduced! Special Permalife” finish 
gives unmatched weather protection. Easy installa- 
tion, easy service whether remote or self-contained. 


&) DIRECT FROM : @> PROTECTED TERRITORIES! 
FACTORY PURCHASING! A market area for every dealer or contractor — 


Coolerator dealers buy direct from the factory! with territory protection—insures 
This assures a much higher gross and a brighter 
_ profit tea Vet Coolerator's field teal territories! You can develop your market potential 
housing makes it possible to work with minimum 


inventories. And 47 strategically located factory by selling quality and features—instead of price 
authorized service depots provide prompt field only. Every dealer knows that protected terri- 
service when needed. tories mean more full profit sales. 


Coolerator Offers A Complete Line With Units 
Designed For Ease Of installation And Service Accessibility 


higher sales 
volume. Now, Coolerator offers you such protected 


s 


| ( — a 4 “i 
21, 


Self-Contained Models * Heat Pump Models Remote Condenser Sections Horizontal and Vertical Blower-Evaporator 
2, 3 and 4 hp sizes 3 ton remote system 3, 4 and § ton sizes Coil Sections Coil Sections* 
*Decorative fronts optional 3, 4 and 5 ton sizes 3, 4. and 5 ton sizes 


COOLERATOR | nvr Yo, foit hewn 
D i Vi ey a o hE COCLERATOR DIVISION , ‘ 


DEPARTMENT D0C12 
Albion, Michigan NAME 


McGRAW-EDISON COMPANY e@ ALBION, MICHIGAN 
COMPANY 
McGRAW- 


STREET 


EDISON civy 
4 COMPANY 
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EQUIPMENT DEVELOPMENTS 





The latest information on manufacturers’ developments is presented here with 
brief summaries of the applications of these products. For additional product 
information which is available, see this month’s New Literature department 


Compact Furnaces 

Sexies 700 Gas-FinED highboy furnaces in 60, 80. 100 
and 120 thousand Btu capacities, designed to save 
significant amount of floor space and headroom for 


proper overhead duct installation 


eg 


irmstrong Furnace 


Co. Div. of National Union Electric Corp., 851 HW. 
ird Ave., Columbus 12. Cabinets on the two smallet 
models are 2514 in. deep, 12 in. wide, and 54 in. high: 
large models are same height and depth, 20 in. wide. 
Redesigned diverters permit use of 4 and 5 in. flue 
pipes, depending on size of unit. Die-formed steel heat 
exchangers are electrically welded into gas- and air- 
tight sections. Blowers have drive options to meet ait 
handling requirements for heating and air condition- 
ing. Other features are stainless steel ribbon burner. 
permanent washable filters and foil-faced glass fibet 


cabinet liner. 


Box and Pan Brake 


Mopret PX-24 Box AND PAN brake designed to bend 


up to 16 ga sheet metal—Peck, Stow & Wilcox Co., 


Center St., Southington, Conn. Flip-ovet gage gives 
zero to 24 in, positioning without reversing or remov- 


ing gage bar. Stop collar adjusts to any angle to 135 


deg; adjustable friction brake lock stops upper bar 


dead-weight drop. Fingers are arranged to form 3, to 
: | 1 


2h in, in Yy in. increments with full 3 in. forming 
depth, ly in. recess on underside of fingers. | pper bat 
is positively positioned all ways; eccentric adjustment 
at pivot points provides for varying metal thicknesses. 
Eecentrics in the bar clamp are straddle-mounted in 


the frame for rigid clamping of upper bar. 


Prefabricated Chimneys 


“VITROLINER PREFABRICATED chimney with enlarged 
evaporator tank inside chimney instead of rain cap 


on top-—Condensation Engineering Corp.. 3511 We. Po 


tomac Ave... Chicago 51. Tank holds 14 to 15 
in. steady rainfall. Sun’s heat evaporates water in 
summer: in winter, heat of flue gases evaporates th 
water. Class A chimneys with 19 19 in. metal hous- 
ings are available in embossed brick finish and flat 


finish design housings. 


Refrigerant Drier Equipment 


“HERCULES MOLECULAR sieve heavy duty drier. 
“High Side Kap Kit” capillary replacement assembly. 
Kenmore 


, Lyons, N. Y. 


“Hercules” drier is designed for use on all systems up 


and “Dri-Vue” drier with liquid indicator 
Vachine Products, Inc... 15 Depew Ave. 


to 2 tons to eliminate freeze-up hazards. Failures due 
to foreign materials are minimized by four separate 
filter areas. Capillary replacement assembly has “Mois 
ture Magnet” drier, correct size capillary, and strain- 
er. Molecular sieves of high temperature moisture- 
holding qualities permit use of drier on high side 
of refrigeration system. Kits are in four sizes to han- 
dle requirements up to 144 hp. KMP “Dri-Vue” unit 
consists of “Moisture Magnet” drier with liquid indi- 


cator. Unit is said to control moisture problem. show 
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| AIR CONTROL 
| ‘“SCREW-TYPE” CEILING DIFFUSER DAMPER* 


*Patents Pending 


Cut-away view after 


assembly to Diffuser 


ADJUSTO-STOP BALANCED AT DIFFUSER 
FACE! Simply set with screwdriver after in- 
stallation to stop damper at predetermined 
opening. An Air Control exclusive no in- 
terference with closing action. 


COMPLETELY RATTLE-FREE!. Even under ex- 
treme air: velocities! Nylon rack and steel 
pinion gears hold damper firmly in place — 
ideal for use on evaporating cooling systems. 


TURN OPERATED! Unique new “screw-type” 
operator features rack and pinion gear to 
open and close damper with effortless ease — 4H 0 g* 
no more chains, springs or gadgets. B TO opt® 


NO INSTALLATION RING REQUIRED! Install 
damper inside duct — attach diffuser to tabs 
in damper ring — pocket the savings! 


ww 
Sy 
a7 


Knob operator turns smoothly to open or close 
damper and positively locks damper in any 
AT YOUR JOBBERS NOW! In both round and position. Nylon gear assures quiet long-life oper- 
square models — sizes to fit all Air Control ation. Knob is styled and finished to blend with 
BIG CAPACITY Ceiling Diffusers and other diffuser and is removable when it is desirable to 
Ceiling Diffusers. have a tamper-proof setting on the system. 





ASK FOR BULLETIN NO. 262-:+ 


159 Center Street 


lz ee | 
wa ae 


MANUFACTURERS OF A COMPLETE LINE OF REGISTERS, GRILLES AND DIFFUSERS 





IN CANADA, leigh Metal Products Ltd., 72 York St., London, Ontario — Leigh-Tornel Distributors Ltd., 549 Archibald St., St. Boniface, Manitoba 


AMERICAN ARTISAN, Decemeber 1959 





equipment developments 


(Continued ) 





quickly if system is dry. or tell if charge is correct 
Liquid indicator is composed of alternate, changing 


color bars 


Nylon Registers, Grilles 


“ARISTOCRAT 100” series nylon injection molded 


{ir Guide 
Plastics Corp., 20 S.E. Third Ave., Miami 32. Featured 


vrilles, registers and curved blade diffusers 


High 


density material is said to permit higher jet velocities 


are contour design and two-tone color styling. 


without whistling or roaring. No gaskets are required. 
Material is non-combustible and heat resistant to 300 
IF, non-corrosive and static-free, the company states. 
Grilles, with vertical or horizontal bar mountings, are 
in common sizes. Commercial and year ‘round resi- 
dential registers are in multi-louver and opposed blad« 
damper types. Either type of valve fits curved blade 
diffusers 


capacity 


Friction-free surfaces are said to increase 


Air Conditioning, Heat Pump Line 


LINE OF AIR CONDITIONING equipment, including pack 
aged and remote heat pump units— Chrysler Corp.. 


lirtemp Div., 16000 Webster St... Dayton 1, O. Pack- 


aged 3 hp (35,000 Btuh) heat pump has centrifugal 
blowers on both evaporator and condenser ; removable 


hlower section is designed to facilitate handling. Re- 


frigerant control device has been added. Air intake 


and discharge arrangements are more flexible than 


predecessors. Remote 5 hp heat pump model has per- 


manently lubricated bearings, aluminum compressor 
and crankcase heater, strainer-dryer, heavy-plated fans 
and automatic 
(208 and 220) 


aged units feature year ‘round humidity control de 


reset. Compressors are dual voltage 


Small commercial water cooled pack 


sign characteristics and electronic safety devices. front 
or rear air return. Line of three gas-fired lowboy fur- 
naces are designed to accommodate add-on air con 
ditioning unit on top in 6 ft high area (furnaces are 
15 in. high). Oil-fired horizontal furnaces in five 
models feature stainless steel combustion chambers. 


permanently lubricated, cushioned blower bearings. 


Water Heater Control 


CONTROL SYSTEM for gas-fired commercial water heat- 
ers—Minneapolis-Honeywell, 2747 Fourth Ave. South. 


o 
Oo. 


Vinneapolis System includes modulating valve 


which lights at low fire; low fire ignition eliminates 


flame roll-out and modulation reduces stacking of wa 
ter temperatures by sizing burner flame to demand 
for hot water, the company states. Liquid insertion 
thermostats can be installed on new or existing water 
heaters. “Flare pilot” is designed to improve ignition 


characteristics and pilot stability. 


Aluminum Rain-Carrying Equipment 


LINE OF ALUMINUM rain-carrying equipment with pre 
baked 


{merica, 1501 


finish fluminum Co. of 
{leoa Bldg., Pittsburgh 19. Both 5 in 


OG or K type and 4 in. box type gutters are avail 


coated enamel 


able with white enamel coating on mill finish sheet 
Line is formed from heavy gage “Alclad” alloy sheet. 
Hanging and joining method eliminates use of straps 
slip joint connectors and prefabricated miter joints. 
the company states. Enameled line includes gutters 


rectangular downspouts and visible accessories. 


Fuel Oil Lift Pump 


“OIULIFTER” PUMP for operation with oil burning 


space heaters, water heaters, vaporizing oil furnaces, 


rotary oil burners and conversion oil burners—Con- 
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EXPO 


Is your 
company 

taking advantage 
of this 

GEM } 
of an i 


OPPORTUNITY 7 


City - Coliseum 


Aldrich 

American Artisan 

American Standard 
American Tube Products, Inc. 
Bacharach Instrument Co. 
Bell & Gossett 

Bethlehem Foundry & Machinery Co. 
Bryant 

Burnham Corp. 

Burroughs Corp. 

The Carlin Co. 

Cash Valve 

Cleveland Controls, Inc. 
Columbia Boiler 
Commercial Filters 

Crane Co. 

Delavan 

Delco Appliance Div. 

Dole Valve 

Domestic Engineering 
Eckhart 

Eddington Metal Specialties 
Edwards Eng 

Electrol 

Electronics Corp. of America 
Emerson Electric 

Empire Chem. 

Field Control Div. 

Fuel Oil News 

Fueloil & Oil Heat 

General Controls 

G-E Appliance Control Dept. 
Gilbert & Barker 
Gorman-Rupp 


Gulf Oil Company 
Hago Products 
Heat-Timer 
Hidy-Brown Recorder Co. 
Industrial Combustion 
Iron Fireman 
Johns-Manville 
Johnson Degree Day 
Johnson Fil-Quick 
S. T. Johnson 
L. O. Koven & Bros., Inc. 
Lake Chemical Co. 
Lincoln Air Controls Prod. 
Manville Boiler 
Master Plumb. & Htg. Cont. 
Metalmaster 
Minneapolis-Honeywell 
Monarch 
Monroe Calculating 
Morse-Smith-Morse 
Motorola 
McDonnell-Miller 
National Cash Register 
New England Equipment Deoler 
Oil Equipment Mfg. Co. 
C. A. Olsen 
Penn Controls 
Plastic Appliance Co. 
Pullman 
Purolator 
Quality Specialties Co. 
Radiant Utilities 


/ 
/ 











Ray Oil Burner Co. 
Richmond Plumb. Fix. Div. 
Scully Signal 

Scuttle 

Shell Oil Co. 

Silent Automatic Products 
Sinclair Oil 

H. R. B. Singer 
Slant-Fin 

H. B. Smith Co. 

Snips Magazine 
Socony Mobil Oil 

S. O. S. Chem. 
Spartan Convector 
Spencer Boiler 
Steinen Mfg. Co. 
Stewart-Hall Chem. 
Stewart-Warner 
Sundstrand-Hydraulic 
Sun Oil 

Sun-Ray Burner 

Taco 

Thatcher Furnace Co. 
Time Saving Fills 
Torrington Mfg. Co 
V & E Products 
Walker Mfg. & Sales Corp. 
Wm. Wallace Co. 
Watts Regulator 
Webster-Electric 
Weil-McLain 
Westinghouse 
White-Rodgers 
Williams Oil-O-Matic 


This Big Show are still available ! 


climax of i Sabena pote in ee ee 


A HEAT: 


Attendance — 12,000-15,000 Buy-Minded Oil Heat and Air Conditioning dealers, 
contractors, wholesalers, and distributors of equipment and heating oil from all over the 
U.S. — many of them in N. Y. for the 38th Annual Convention of Oil Heat Institute of 
America. This is the BIG SHOW —- the action show — The SHOW YOU 

NEED TO BE A PART OF. For full information — 
R. H. L. Becker, OIL HEAT INSTITUTE OF AMERICA, Inc., 500 Fifth Avenue, 
New York 36. Phone LOngacre 4-3755. 


- write, phone, wire — 
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- port 
Savings = 
up to 40% 


Use Miracle NPS55 
fo seal spiral 


conduit and fittings 


Efficiently and 
Economically 


Miracle NP555 is a specially formulated duct sealer 
with excellent aging properties, resulting from use of 
non-oxidizing raw materials. NP555 has been custom 
made to effect substantial economies for vou—savings 
of up to 40% have been reported from many sheet 
metal contractors who have used this sealer! 


NP555 Duct Sealer has excellent shelf life, and rarely 
has to be thinned. It’s a pleasure to work with NP555 
because of the mild solvents it contains. NP555 Duct 
Sealer creates a tenacious bond to metal, and provides a 
sure permanent seal around seams. Use NP555 between 
all sections of spiral conduits and fittings — between 
risers and run-outs — between run-outs and air condi- 
tioning units. 


ON REQUEST: Send today for additional information! 


MIRACLE ADHESIVES 
CORPORATION 


250 Pettit Avenue, Bellmore, L. I., N.Y. 


equipment developments 
(Continued) 





trols Co. of America, Heating and Air Conditioning 
Controls Div., 2450 N. 32nd St., Milwaukee 45. De- 
signed to lift fuel oil from storage tank to a burner 
at 20 ft higher level at 7% gph, unit is said to main- 
tain uniform head. Diaphragm pump is driven by 22-w 


shaded pole motor through nylon gear train. Dia- 
phragm is nylon base fabric impregnated in corro- 
sion-resistant synthetic rubber. Unit can be mounted 
to any rigid support above or below oil control valve. 
Unit pumps any oil lighter than no, 2. Unit can serve 
more than one piece of equipment. All moving parts 
except two check valves operate in lubricant. Strainer 
is standard equipment. Electrical ratings are 115-y 
i-c, 60 cycles, 22-w; or 220-v, 50 cycles, 22-w. Body 
is die cast aluminum; cover is steel. 


Air Conditioner-Heat Pump Line 


LINE OF CENTRAL residential and small commercial 
air conditioners and heat pumps in self-contained and 


remote arrangements—Verfection Industries, Div. of 


Hupp Corp., 1135 Ivanhoe Rd., Cleveland 10. Sum- 
mer air conditioner line includes 2, 3, 4 and 5 hp 
models of remote arrangements, and 2, 3 and 5 hp 
self-contained models. Heat pump line contains 2, 3, 


b and 5 hp self-contained units and “Tri-Pak” remote 
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heat pump line. Remote condensers feature vertical 
air discharge which carries noise upward instead 
of toward house or neighbors. 


Self-Drilling Sheet Metal Screw 


“Dritt Screw” sheet metal screw which drills its own 
hole in metal without pre-drilled or punched hole 
Duro-Dyne Corp., Rte. 110, Farmingdale, N.Y. Screw 


> 


is driven by standard 14 in. high-speed electric drill 
equipped with special chuck. Screws are available in 
no. 6 X 3% in., no. 7 1% in., no. 8 X V% in., and 
no. LO X 1% in. Firm pressure on drill causes screw to 
yey 

bite into metal. 


Reciprocating Saw Blades 


“Fit-AL Twist-Resist” reciprocating saw blades de- 
signed to return to original shape when bent or forced 
into turns in cutting—Jndependent Blade Co., Div. of 


Westlund Industries, 533 Main St., East Haven 12, 
Conn. Guaranteed shatterproof, the blades fit any 
heavy-duty reciprocating saw. 


Furnace Line 


“MIAMI” OIL-FIRED FURNACES in highboy, lowboy 
counterflow and horizontal models rated 84,000 to 
170,000 Btuh—Gross Furnace Mfg. Co., Ine., 24 
Broome St., Salem, Va. Highboy and counterflow mod- 
els have rear smoke outlets. All burn no. 2 oil. High- 
boy has return air filter frame which can be installed 
on either side or in back. High pressure atomizing 
burners fire into precast refractory combustion cham- 
bers. Spun glass insulation is backed by aluminum foil. 
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THE INSIDE STORY OF 
SHUR-FLO EFFICIENCY 
© Hi-Volume Self-Feathering Fan 
© Self-Cleaning Blades (No Soot 
Build-up) 
© Stainless Stee! Shaft, 


‘erwsnime| “Most Efficient 
srunee| Deatt System 


‘meer | Ever Made" 


struction. Say Heating Contractors, 
Architects, Home Owners 


Draft problems end with Walker Shur-Flo (Pats. 
Pend.), SUREST DRAFT SYSTEM ever devised for 
oil, coal or gas-fired installations from older homes to 
modern, low-roofed houses. Install it, forget it! What 
could be better? 


* Fue! “HOW TO CURE SICK CHIMNEYS” 


“| don’t fret with uncertain draft since 
Walker brought out this low-priced in- 
ducer-regulator. Now | install Walker 
inducers on all my jobs and have 
good draft right from the start!" 














ta Now, the first ready-reference guide col- 
“A . 49% lecting all the information on Power In- 

— os ducer Venting you'll need to solve your 
oa fe draft problems. You'll find it indispens- 
es able! Get your handy copy now! Abso- 


4 lutely no obligation. 
a WRITE TO US AT ADDRESS BELOW 
Fan-operated draft-inducer draws only flue gases— 
not outside air. Quiet. Costs less to operate. Needs little 


power. Installs quickly at any angle. Virtually elim- 
inates costly callbacks and corrections. 


There's a Walker Draft Control for every draft regardless of 
fuel. 29,000,000 in use! The industry's ae ee 
BALANCED 34 TYPE BB a 
for larger commercial and 


special industrial 
central heating control 


ROYAL PURPLE JUNIOR LINE DOUBLE VENTURI 

for smaller central heating SWING for CAP for 
central budget gas-fired heating and 
heating plants control equipment ventilating 











See your supplier or write direct to 


WALKER MFG.& SALES CORP. 1730 Penn St., St. Joseph, Ma. 





equipment developments unit to outside through aluminum roof cap. Unit can 
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be located between joists above interior ceiling; col- 
lars between ducts and unit require 2 in. space. Pack- 
All models have heat exchangers welded into single age contains central ventilator, ducts, wiring, low 
voltage switches, roof cap back draft damper, ceiling 
registers and inlet grilles. Relay transformer accom- 


integral units. Filters are extra large; motors have re- 
serve capacities. Heat exchangers are 14 ga heavy 


duty steel, All units have thermostats. modates three switches. 


Central Ventilating Unit Portable Electric Humidifier 


Movet H-901 BVI portable electric humidifier de- 
signed to add up to 3 gal of moisture to home or 
office air during 24 hr—Burgess Vibrocrafters, Inc., 


“CENTRL-VENT” MULTI-DUCT unit with central blow- 
er to exhaust air from adjacent kitchens and bath- 


Grayslake, ill. Mechanical separator unit weighs 8 |b. 
Housing is beige and brown polypropolene plastic; 
rooms—Lau Blower Co., 2027 Home Ave., Dayton 7. 


handles and motor housing are anodized aluminum. 
Blower capacities are 350 and 500 cfm: air is pulled 


Unit has hinged lid for refilling. Operation is silent, 
through ducts and exhausted through top of central the company reports. 


= Cincinnati Elbows 
eae = really get around 


3. eS 

i? 

or Sie Va, > ‘ : 

| =» = = : > For the right angle on the right connector, specify 
| . Cincinnati Elbows. Precision shaped and tapered 
on fully automatic machinery for positive uni- 
formity, Cincinnati Elbows slip together effortless- 
ly for a sure, tight fit. Once installed, they look 
better and last longer, because they’re hot-dipped 
after formation for a smooth, rust-resistant finish. 
So, next time, don’t take chances. Order easy- 
fitting Cincinnati Elbows. Available in all sizes, 
angles and gauges in copper, aluminum, stainless 
or galvanized steel. Ask your jobber today. 


_ 














CINCINNATI ELBOW CO. ° 


4730 Madison Road e Cincinnati 27, Ohio 
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Horizontal Furnaces 


(FAS-FIRED AND OIL-FIRED horizontal furnaces de 
signed for installation flexibility—Armstrong Fur- 


nace Co., 851 W. Third Ave., Columbus 12. Gas-fired 


units are in 80,000, 100,000 and 135,000 Btuh in- 
puts. Blower motors are shaded pole, split phase or 
permanent split capacitor. Diverters and burners may 
be placed in front or rear. Oil-fired units are rated at 
84,000, 112,000 and 135,000 Btuh output. Same mo- 
tor choice is offered. To change air discharge from 
left to right, furnace is rotated end over end, burner 
is turned upright and blower and fan-limit control 
are relocated. 


Hooded Roof Exhauster 


“WESTERNAIRE LOW SILHOUETTE hooded roof ex- 
haust unit which produces 360 deg near-horizontal 
discharge—Western Engineering & Mfg. Co., 4114 


Glencoe Ave.. V enice, Calif. Motors are mounted be- 
low venturi for, unobstructed airstream discharge. 
Standard construction is heavy gage steel; unit is 
available in aluminum or glass fiber. Featured are: 
motor isolation mounts; integral base and fan inlet: 
hinged heads and tubular motor brackets on larger 
models; venturi throat to decrease turbulence; option- 


al screens and safety disconnect switches. 


Gas Chimneys, Vents 

“AIR-JET” REDESIGNED line of packaged gas chimneys 

and vents with interlocking, snap-action venting joints 
General Products Co., Inc., Fredericksburg, Va. 


Double walled gas venting features curled end design 


AMERICAN ARTISAN, DecempBer 1959 


WATERLOO 


Catalog’ 


@ Fully illustrated 
e Color keyed for easy reference 


@ Contains complete data on wide 
range line of grilles and registers 


(tie 


This new 58-page Catalog gives you information you 
need on Waterloo's complete line of return and supply 
registers, extruded aluminum Airline grilles, removabic 
core grilles, volume control dampers and door ventila- 
tors. Each type of unit is well illustrated and keyed in 
color for quick reference. The catalog contains many 
recent design developments, 


ca : 
Write for your - 
free copy of this WATERLOO ana 
comprehensive 
guide to the 

quality-built 

Waterloo line. 


EQUIPMENT 


WATERLOO REGISTER COMPANY, INC. 


P.O. BOX 72, WATERLOO, IOWA 


WRita 











With the “Buffalo’’ Universal 


iron Worker You're investing in 


EXTRA PROFITS! 


No longer need you lose profits on time consuming fabrication 
jobs like those above because you lack adequate equipment. 
And you don’t need to buy a whole battery of machines to do 
this wide variety of jobs. With just one machine—the “Buffalo” 
Universal Iron Worker—you can do them all in your own shop 
..-at a real profit. Extra profits are yours by utilizing this ver- 
satile machine to do this type of work for many other shops 
in your area, 


The “Buffalo” Universal Iron Worker performs these jobs on: 


e Flats ¢ Bars « Channeis 


°e Angies ¢ Tees ¢ Performs 
Two Operations at Once! 


Welded steel plate box frame, heavy shafts, bearings, bolsters, 
plungers and central oiling system guarantee a long dependable 
life with minimum maintenance. 


Ask your nearby “Buffalo” machine tool dealer how you can 


boost profits with the “Buffalo” Universal Iron Worker. Phone 
him today, or write for Bulletin 360-H. 


ITLELIN A 


BUFFALO FORGE COMPANY 
206 Mortimer Street Bufttalo, N. Y. 
Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 


DRILLING PUNCHING SHEARING 


RO 


BENDING | 
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to give pipe additional strength. Round-to-oval adapt- 
or facilitates conversion. Snap-fast gas venting is inter- 
changeable with friction joint gas venting. Housing. 


shipped knocked down and assembled on job without 
tools, features two-piece flashing which is attached to 
chimney housing on the ground, according to the 
manufacturer. 


Gas Conversion Burner 


“TeLe-TuBE” gas conversion burner with adjustable 
venturi which telescopes from 614 to 131% in. to fit 
most furnace entrances—Barber Mfg. Co., 1052 E. 
34th St., Cleveland 10. Unit weighs 13 |b, delivers 


50,000 to 225,000 Btu. Unit is described as inshot 
model with upshct characteristics; “gases are mixed 
with air, then forced into furnace horizontally, where 
they are deflected downward at 17 deg angle. Unit is 
designed to produce short, intense flame, low in com- 
bustion chamber. Safety pilot system is standard 
equipment on all burner models, according to the 
company. 


Supply, Exhaust Fans 


“Type LS Reapy Unit” V-belt fan sets with motors 
and drives interated into one assembly—Clarage Fan 


Co., North & Porter Sts., Kalamazoo 16, Mich. De- 
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Hallmark of Quality 
in Luxury Comfort 





UNCHALLENGED COOLING PERFORMANCE... 
in all-new JANITROL 


S52 SERIES CONDENSING UNITS 





Outwardly beautiful and pleasing to the eye, inwardly rugged and power- 
ful, new Janitrol 52 Series provides low-cost central cooling with matchless 
reliability and efficiency. Here are some of the many ways new Janitrol 
52 Series condensing units are demonstrating their excellence . . . 


In Performance... condensing coils have greater area to dissipate more 
heat and to provide higher efficiency. Operation with outside tempera- 
tures as high as 125°F. 


In Styling . . . modern, simple and functional cabinet that will be in the 
best of taste in any landscape plan. Finished in beautiful, durable, weather- 
resistant, automotive-type enamel. 


In Economy .. . powerful, top-mounted fan draws in quantities of cooler 
ground air over the condensing coil, which is shaded from the sun’s heat 
by louvers. 


In Quietness . . . compressor and fan are unusually quiet in operation. 
Cabinet is acoustically treated with a weatherproof, sound-absorbent 
material. 


In Safety . . . upflow exhaust protects nearby plants from hot blasts. . . 
enclosing grilles safeguard pets and children. 


In Service . . . all components are easily accessible. Service panels may 
be removed without affecting operation, to make checks while unit is in 
full operation. 


A.R.I. CERTIFIED 


Full A.R.I. certification is your assurance this equipment meets 
or exceeds standards of the Air Conditioning and Refrigeration 
Institute. A five-year written warranty backs up your choice. 


~A COMPLETE LINE TO MEET ALL NEEDS... 
CAPACITIES FROM 22,200 TO 110,200 BTU HR. 


ARIE TT FROL AIR-COOLED SUMMER AND YEAR 'ROUND 
COMFORT SYSTEMS TO MEET ALL NEEDS 


Janitrol Win-Sum-Matic Janitrol Add-On 
’ Cooling System , , 

Year Round Systems With Janitrol Add-On es : Janitrol Schoolroom 
a gees contol pane oS ae Cooling and Heating 
unit a compact be easily adapted to ‘ ey amy a ty 
emalierthen most home Py iis New Janitrol J-Line Self-Contained ventilating system (with 
refrigerators! Features ’ i Air Conditioners optional cooling) that 
ait -cooledsummer cool- 7 ; features perimeter-type, 
' thrifty heat i The Janitrol J-Line models are an economical draftiess air distribution. 
with Dura Tube heat- 
ing anteed 





let duct and connected answer to cooling needs. In one compact unit Installation economies 
to the properly-sized 52 Series condensi are the blower, compressor and evaporator are noteworthy (savings 
ils. Operation is remarkably quiet. May be up to 60% over large cen- 


heart, 
ton 20 years! Exclusive urit. The existing furnace blower and duct coils. 0} 
ol allows changing system circulates the cooled, dehumiditied used with ducts or as free discharge. Installs tral systems). For new 


from heat to cool (or vice versa) in seconds. air, Here's full central air conditioning at through walls in craw! space, in attic or other 
No special tools or service call needed. low, low cost! limited access locations. 


WRITE TODAY / 


for complete information on Janitrol heating and cooling systems for your 
business needs. Remember—architects and engineers can specify . . . and 
dealers can recommend and install Janitrol equipment with complete confi- 
dence it will provide the finest, most carefree performance possible. 


ools, additions and 
modernization. 
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signed for volumes to 25,000, static pressures through 
21% in. and temperatures to 300 F, fans have low 


speed, forward curved, multiblade wheels. Units are 


in 13 sizes; type MS units with medium speed back- 
ward inclined blade wheels are in 12 sizes. Motor, 
drive and bearings are accessible. Discharge direc- 
tion can be changed in the field. 


Furnace Vacuum Cleaner 


No. 25 HEAVY-DUTY vacuum cleaner, suitable for 
cleaning warm air furnaces—Black & Decker Mfg. 
Co., Pennsylvania Ave., Md. Unit can be 
placed flat on floor and moved on metal runners, 
strapped onto operator's back, hung on wall from 
mounting bracket or stood vertically on sound-absorb- 


ing rubber feet. Hose hanger is included; various 


Towson 


attachments are available. Entire top of unit can 
be lifted off for removing or cleaning bags; disposable 
paper bag can be used inside regular cloth bag fur- 


nished with the vacuum cleaner. 


Roof Ventilators 


*Ain-X-HAUSTERS” (gravity) and “Powair-X-Haust- 
ers” (power) square and rectangular low 


roof ventilators 


silhouette 
C. Breideri Co., P.O. Box 1190, 


San Fernando, Calif. Units are in full range of sizes 
from 10 through 60 in. Gravity and power units have 
same lines for compatibility when used together. Low 


silhouette is in keeping with modern architectural de- 


signs. 
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KEEP YOUR 
FURNACE FILTER 


FILTER 
WATCHER 


WHEN FILTERS 
NEED CHANGING 


THE FILTER SIGNAL THAT NEEDS NO WATCHING 


SAVES on FILTERS SAVES on FUEL 
Lets you get maximum use | Dirty filters waste fuel. A 
from each filter. Eliminates | clean filter insures full air 
guesswork, tells you when it's | and heat delivery. 
time to change. . . 





SAVES on CLEANING 


A clean filter cleans the air, 


SAFEGUARDS your FURNACE 


A clean filter assures the free 


prevents dust and dirt from 
recirculating through the heat- 
ing system. 


flow of air through the fur- 
nace ... prevents dangerous 


and damaging furnace over- 
heating. 





FILTER WATCHER provides both a convenience and a 
safe-guard that belongs on every forced warm air heating 
or cooling system 

The Filter Watcher installs on the outside of the furnace 
jacket between the filters and the blower. As the filter 
becomes dirty and clogged, the blower sucks air through 
the Filter Watcher Whistle gradually building up an audible 
whistling alarm that automatically tells you when it’s time 
to replace the filter. 


Send Today for Further Information 


jing | nstruments, Inc. 


EAST HADDAM, CONN 


VIKING 








here's a new, fast-moving item 
from the makers of the famous 


ALLEN BOOSTER FAN 


... the Allen 


BASEMENT HEATER 


Larger profits are automatic when 
you sell Allen One-Pipe Boosters and 
the new Allen Basement Heater. Both 
enable you to add to the efficiency 
of any warm air plant, and will open 
the door to future business. 


featuring sealed bearings which 
require no oiling and positive 


24 VOLT DUO-CONTROL 


the Allen Basement Heater con- 
trols heat delivery from either 
the fan motor in the pipe, or 
from the room thermostat. 


indicates the 
new fixed thermostat attached to fan 
motor. Thermostat prevents fan op- 
eration until there is 100 heat in the 
furnace. Contact is broken at 95 to 
prevent blowing cold air. When bon- 
net temperature reaches 100 boost- 
er fan will operate whenever room 
thermostat calls for heat. 


Arrow in_ illustration 


Above: Complete kage of the new Allen 
24 volt Duo-Control Booster Fan. Left, Fan with 
5-year oilless motor; Center, Room thermostat; 
Right, transformer. 


SEND FOR LITERATURE AND NAME 
OF NEAREST STOCKING JOBBER. 


PARK HEATING SPECIALTIES 


6212 Goodrich Ave., Minneapolis 16, Minn. 
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Hydraulic Punch Press 


Movers 613-A anp 612-A 12 ton 
hydraulic punch presses with 24 or 
12 in. throat depths, respectively 

W. A. Whitney Mjfg. Co., 636 Race 
St., Rockford, Ill. Direct acting hy- 
draulic cylinder is the only moving 
part. Capacities 
through 3/32 in. 


range to 4 in. 
mild steel using 
standard round punch and die sets, 


and 21% in. with standard square 
sets, or 9/16 in. round punch through 
4 in.; 7 in. through 3/16 in.; 2 
in. through 14 in. mild steel. Ad- 
justable strippers accommodate all 
sizes of punch and die sets. Large 
clamp bar replaces set-screw grip 
for holding punches. Units are avail- 
able with 114 or 3 hp, 1800 rpm 
motors, 220/440-v. Each model de- 
livers 114 in. strokes, 9 per minute 
at 11% hp, 15 strokes per minute at 
> hp. 


Pressure Regulator 


Movet RV-52 Gas pressure regula- 
tor with square housing flange to 


> 


manifolds—Maxitrol 


Co. 12200 Beech Rd., Detroit 39. 


save space in 


Square unit is designed for applica- 
tions in which all manifold compo- 
nents are compressed into a small 
vestibule. Overall dimensions are 
314X315 1/16 in. 
is located on top instead of side for 


Tapped vent 


more convenient use of veat-limiting 
means. Larger vise grip boss is de- 
signed to facilitate assembly on man- 


ifold. 


Water Heater 


“BURKAY” MODEL 668 commercial 
water heater with 300,000 Btuh in- 
put—Permaglas Div., A. O. Smith 
Corp., Kankakee, Ill. Unit is said to 


heat 288 gal of water at 100 deg 
temperature rise. Coil type water 
heater can be used as straight re- 
covery heater, booster heater or as 


part of bhooster-recovery systems. 


Roof Ventilators 


“CENTRIFLOW” LINE of low contour 
centrifugal roof ventilators, provid- 
ing capacities from 65 to 27,648 cfm 

Burt Mfg. Co., 44 E. South St., 
Akron 11. All models feature heavy 
gage spun aluminum housings with 
non-overloading backward curved, 
non-sparking aluminum fan wheels. 
Motors and drives are resiliently 
mounted, out of air stream. Line of- 
fers 25 basic selections of tip speeds 
and capacities in direct drive models 
and 64 basic belt drive models, with 
1/60 to 71% hp ratings. 
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Compact Furnaces 


Type 144-145 gas-fired furnace line 
in four sizes from 65,000 to 125.000 
Btuh, designed for compactness and 
engineered to accommodate air con- 
ditioning package at top—Mueller 
Climatrol Div. of Worthington Corp., 
2005 W. Oklahoma Ave., Milwau- 


kee 1. Units are 57 in. high; 1414, 


18 or 24 in. wide; and 253/16 in. 
deep. Redesigned heat exchangers 
are mounted to eliminate uneven 
strain and prevent contraction and 
expansion sounds. Heat cxchangers 
are heavy gage steel, continuously 
arc welded; blowers are large size 
with dynamically balanced wheels; 
motors are belt or variable speed 
direct driven. Cast iron burners are 


deep slotted design. 


Furnace Filter Gage 


“POLLEN-EX” GAGE designed to pro- 
vide visual check on furnace filter 
efficiency—Associated Mills, Inc.. 
303 W. Monroe St., Chicage 6. Unit 
signals proper time for washing the 
filter. Filter gage may be used on all 
standard furnaces using filters, eithes 
permanent or throw-away types, the 
company reports. 


Plastic Humidifier 


Type A REINFORCED plastic humidi- 
fier for use in return duct of warm 
air furnace—Kauffman Air Condi-. 
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Self-operated 
control tames 
high-velocity air 





Barber-Colman Model SCR constant volume regulator 











..-Simplifies stabilization, maintains 
cfm delivery within + 5% 


The Barber-Colman Model SCR constant 
volume regulator reduces high-velocity air 
to conventional velocities and delivers a 
constant cfm flow, regardless of pressure 
changes upstream. 


This regulator is applicable anywhere in 
a duct system where there are changes in 
static pressure. No motor operator or 
other power source is required. The regu- 
lator is factory-set to meet job require- 
ments but can be easily adjusted in the 
field should requirements change. Fully 
proved in service, this dependable control 
simplifies system design and stabilization. 


Constant volume regulators can be used 
in low-velocity systems and provide self- 
balancing operation when installed in 
low-velocity branch ducts. 


The Model SCR regulator also is available 
as an integral part of Barber-Colman 
complete double-duct control units which 
incorporate hot and cold air mixing valves 


Changes in static pres- actuated by a single motor operator. 
sure cause the flexible 


diaphragm to move up New high-velocity manual — Ask for 52- 
or down automatically page guide to design of high-velocity 
to control the open Call ry, ‘ 
area of the discharge systems. Call your Barber-Colman air 


plate. distribution field office or write. 





BARBER-COLMAN COMPANY 
Dept. X, 1106 Rock Street, Rockford, Illinois 
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Now you can vent without costly roof blower installation. The 
new Morrison Filtaire is a self-contained unit complete with 
blower and motor. It eliminates smoke, heat and odors by range- 


level blower pressure . . . does it more efficiently and at less cost 
than roof suction systems. 


<= alesis Easy to install. Simply bolt adapter 
me 
e > 


case in hood. Then hinge and lock Filtaire 
unit to the adapter. 


Easy to service. When unlatched, 
entire unit swings down and forward within 
easy arm’s reach for cleaning. Blower and 
motor are near-at-hand for periodic oiling. 
Filters pull out easily. 


Easy to remove. You can take the en- 
tire unit with you if you move. 


Available in single, double or triple units. Write for complete 
specifications and prices. 


MORRISON PRODUCTS, INC. 


16816 WATERLOO ROAD «+ CLEVELAND 10, OHIO 
FORT WORTH, TEXAS + PHOENIX, ARIZONA 
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tioning Co., 4336 W. Pine Blvd., St. 
Louis, Mo. Unit weighs 2 |b, is 12 in. 
in diameter, 12 in. high. Capacity is 
14 to 314 gph. Unit contains no cor- 


rosive materials, no moving parts. 
Float valve is eliminated. Humidistat 
and solenoid valve control humidity 
at desired level. 


Highboy Furnaces 


“Air-Ease” LINE of highboy gas- and 
oil-fired furnaces in range of sizes 

Johnson Furnace Co., 2129 W. 117th 
St., Cleveland 11. Full base requires 


no grouting when side filters are 
used. Filters are installed on either 
side and are serviced from blower 
compartment. For bottom air intake, 
base cover panel is removed and fil- 
ter channels attached to open base 
to receive filters. Blowers are re- 
moved by loosening single screw. All 
models are available with choice of 
two control combinations and smaller 
sizes are available with direct drive 
or belt drive blowers. 
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Single Inlet Blowers 


SINGLE INLET BLOWERS designed for 
installation on duct, against blower 


cabinet wall panels and other restric- 


r s 


ted areas, for confining or increasing 
flow in air distribution systems 

Viking Air Products, 5601 Walworth 
{ve., Cleveland 2. Units are available 
in 9 in. sizes (narrow and _ three- 
quarter widths) and 11 and 13 in. 


sizes (narrow widths only.) 


Counterflow Furnace 


LINE OF counterflow gas-fired fur- 
naces ranging from 77,000 to 115,- 
QOO Btu and featuring high ca- 
pacity blowers providing air vol- 
umes from 1100 to 1600 cfm for 2, 


4 and 4 ton air conditioning units 
Trane Co., La Crosse, Wis. Units 
have single speed 14 hp motors for 
lower cfm requirements and _two- 
speed 3, hp motors for higher cfm 
capacities. Units are designed for 
concealment in closets or storage 
compartments, 
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_Is needed... 


A 
» PUrner 


Lightweight, easy to handle, the Trig-R- 
Trol hose torch is designed for conven- 
ient one-hand operation wherever heat 
or flame is needed for melting or burning. 


PLUS 
THESE 
HEAVY-DUTY 


TOOLS 





TORCH KIT LP-240 
All-purpose kit includes torch han- 
dle assembly with hose adapter and 
three different burner tips, easily 
interchangeable, for a wide variety 
of jobs. 


TINNER’S 
FIREPOT 
LP-900-1 
Instant lighting, 
no time wasted. 
Even flame is 
easily adjustable. 
Holds two 8-lb 
coppers. Effi- 
cient, convenient, 
heavy-duty for 
professional use. 





Just set valve for gas-saving pilot flame. 
Press trigger for large working flame. 
All-brass burner, heat-resistant rubber 
handle, controlled flame, make it an ideal 
professional torch for hundreds of uses. 
Fits any propane gas tank with standard 
valve and P.O.L. fitting. 


MELTING 
FURNACE 
LP-850 
Operates directly 
off tank pressure. 
Lights easily, in- 
stantly, can be 
shut off periodi- 
cally to save fuel. 
Rugged, durable, 
saves time and 

job costs. 


GASOLINE TORCH Ti5A 
Burns white or leaded gasoline. Easy 
to pump, convenient to handle. Extra- 
strong tank. +) 

Heavy cast- ~ 
bronze —-. 
burner. 
Burnsinany 

position. A 

fine tool de- 

signed for 
tradesmen, 


all from your plumbing or mill-supply house 


Turner Corporation 


Sycamore, lilinois 
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Expansion Valve 


Mopet 214 thermostatic expansion 
valve for heat pumps—/eating and 
Air Conditioning Controls Div., Con- 
trols Co. of America, 2450 N. 32nd 


St., Milwaukee 10. Designed especial- 


ly for severe demands of 450 psig 
heat pump applications, unit has heli- 
are welded head supporting corro- 


sion-resistant stainless steel dia- 


phragm. Unit accommodates refriger- 
ant 12 or 22; capacities are 1, 2 and 
3 tons, and 2, 3 and 5 tons, respec- 
tively. Solder type inlet, outlet and 
external equalizer connections are 
features. Inlets are standard in %, 
14, and % in. o.d. solder; outlets 
are 54, %& and 11% in. o.d. solder; 
external equalizer is 14 in. o.d. 
solder. 


Copper Rivets 
“Pop” 
drel plated with copper, in 1 in. dia 
with grip range of 0.020 to 0.125 

Pop Rivet Div., United Shoe Ma- 
chinery Corp., West Medway, Mass. 


Rivets can be used with standard 


RIVETS made with steel man- 


rivet pliers as well as pneumatic guns 


made by the company. 


Portable Welder 


205” 70 Ib, 205 amp 
for production 


“PORTAR( 
welder welding or 


Emerson Electric Mig. Co., 
8100 Florissant Ave., St. 


acking 
tacking 


Louis 36. 


Features are: aluminum cabinet, 
transformer with multiple impregna- 


tion for humidity protection, carry- 





ing handle, thermal overload pro- 


tector, six 135-205 amp heat taps. 


Hand Shear 
No. 18 


signed to cut 30 fpm of no. 18 ga cold 
rolled steel—Black & Decker Mjg. 
Co., Pennsylvania Ave., Towson 4, 
Vd. Unit is said to deliver 2500 cut- 
ting strokes per minute under full 


ELECTRIC hand shear de- 


load. Cutting blade is always visible. 


Unit cuts stainless steel up to 20 ga. 


Pro d U ct ion B en d in CJ for duct sections and long, light-gauge work 
CHICAGO SPEED-BENDER 


e 8 feet of 24-gauge or 5 feet of 
20-gauge galvanized steel 


e Adjustable front gauges; 


disappearing pin gauges for bending 
from notches; and spring-loaded 
gauge pins to make \ -inch edge for 
Pittsburgh lock 

e Hydraulic operation 

e Foot-switch control 


e Two-position foot switch 
can be supplied for 90° bends 
and for shallow bends as in 
cross-braking 


Full particulars upon request 
8626 


DREIS & KRUMP MANUFACTURING CoO. 


Press Brakes * Press Brake Dies + Straight-Side-Type Presses * Bending Brakes 


CHICAGO) 
ontis @keumP © Special Metal-Forming Machines 


7404 South Loomis Boulevard + Chicago 36, Illinois 
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Holiday Mailings 


CATALOG OF FLASH BULLETINS illustrates letterheads 
and envelopes available for holiday and other special 
event mailings to customers and prospects. Included 
are suggested letters for Christmas, New Year and 
Thanksgiving greetings—The Davis Co., 2260 Nelson 
Dr., Schenectady, N. Y. 


Direct-Fired Heaters 


GAS-FIRED HEATERS, furnaces and packaged blowers 
are described and illustrated in catalog SA-5900 (28 
pages). Specifications, dimensions and performance 
data are given for each unit. Illustrations include prod- 
uct photographs, detail drawings and diagrams show- 
ing suggested methods of installation and arrangement. 
To facilitate reference, the contents table is illustrated, 
lists type and use of each piece of equipment, series 
number and capacity—Reznor Mfg. Co., Mercer, Pa. 


Oil Heat Promotional Material 


“CaTALOG OF Business BuiLpinc Opportunities” de- 
scribes promotional material included in the Oil Heat 
Institute’s “Treasury of Advertising.” In addition to 
direct mail pieces designed to help get new customers, 
sell service agreements, promote modernization, sell 
budget plans and meet competition, OHI offers public 
relations material which explains the advantages of 
oil heat; brochures on administration and operation 
which explain how to reduce service calls, collect 
delinquent accounts, etc.; and a kit of good will mate- 
rials (premium reminders, bottle caps, calendars, book 
marks, etc.) —Oil Heat Institute of America, Inc., 500 
Fifth Ave., New York 36. 


Clay Ducts for Perimeter Systems 


How TO INSTALL clay ducts in perimeter loop or radial 
type warm air heating systems is explained in a six 
page folder illustrated with drawings and photographs 
of typical installations. Tables cover floor heat loss 
factor, duct sizing, minimum register free area re- 
quired and return air sizing. Construction data section 
covers drainage, fill, moisture barrier, edge insulation 
and laying of ducts—Texas Vitrified Pipe Co., Mineral 


Wells, Tex. 


Portable Scaffolds 


PORTABLE STEEL SCAFFOLDS designed for fast and ver- 
satile set-up are described in a 16 page brochure il- 
lustrated throughout with application photographs. 
According to the company, the scaffolds form a safe, 
rigid work platform which is adjustable in 3 in. incre- 
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There are many ways 
to save time on a job- 


but none quite so sure as 


NATIONAL 


National Angle Rings can readily help you get the 
jump on time-consuming ring jobs. Because these rings 
are rolled accurately by experts to be uniform in curva- 
ture, they are guaranteed to be round. This means 
that there is no lost motion and costly fitting time re- 
quired — in your shop, or on the job site. 

And because National leg out rings are available in 
stock for immediate shipment, you gain days of time by 
using this on-the-floor warehouse service. No inventory 
of your own is ever needed. Last, but by no means least, 
is M ational’s price list. Production runs, in all sizes, cut 
costs . . . allow National to quote you on stock prices 
rather than custom work. As it has so many others, it 
will pay you to investigate National today. Write for a 
stock list bulletin and price list. 


Rings Rolled to Order 


National rolls accurate rings to nearly any size, 
in all ductile metals. Phone, wire or write for a 
quotation on your requirements. 


NATIONAL 


METAL FABRICATORS 


| 2138 South Sawyer Avenue, Chicago 23, Ill. Bishop 7-4255 
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ments from a minimum of 22 in to a maximum of 5 
ft 8 inches. Platform heights may be changed by man- 
ually releasing catch which provides automatic locking 

Baker Scaffolds, Baker-Roos, Inc. Dept. SL-103, 
602 W. McCarty St., Indianapolis 6. 


Gas Welding and Cutting Equipment 


FORTY PAGE CATALOG gives technical data on gas weld- 
ing and cutting equipment. Featured is an 11 X 3314 
in. insert, printed in four colors and illustrated with 
cutaway views of equipment available, which is suitable 
for point-of-purchase display—Smith Welding Equip- 
ment Corp., 2633 Fourth St., S.E., Minneapolis 14. 


Inclinable Press, Hydraulic Press Brake 


OPEN BACK INCLINABLE PRESSES, featuring multi-point 
mechanical sleeve clutch, are described in bulletin 58N 
(28 pages). Included are specifications, performance 
data and selection information. Illustrations include 
keyed photographs showing details of construction as 
well as photos showing equipment in operation. Bul- 
letin 91, covering hydraulic press brakes, features a 
selection chart showing differences between hydraulic 


and mechanical press brakes in applications, tonnage, 
stroke, speed and ram adjustment. A keyed illustration 
shows construction features. Specifications are included 
for 44 models— Niagara Machine & Tool Works, 683 
Northland Ave., Buffalo, 11, N. Y. 


Draft Control 


DRAFT CONTROL SPECIFICATION GUIDE describes advan- 
tages of properly controlled draft in oil, gas, oil-gas 
and coal-fired Included is data on 
“M+ MG2” triple-fuel draft control in sizes from 10 


to 32 in. and “MGI” double acting control in sizes 


furnaces. 


from 6 through 8 in. for commercial gas-fired furnaces 
Field Control Div., H. D. Conkey & Co., Mendota, 
Il. 


Oil-Fired Furnaces 


LITERATURE covers oil-fired furnaces available in floor, 
horizontal, counterflow, highboy and lowboy models. 
Specifications and product photos are included—Gross 
Furnace Mfg. Co., Inc., 24 Broome St., Salem, Va. 


Characteristics of Small Firm Managers 


“EsseNTIAL PERSONAL Quatities for Small Business 
Managers” (Small Marketers Aid No. 46) spells out 


six “musts” of vital importance to every manager: get- 








. . . where price is 

an important factor... 
and rigid building 
codes exist... 


Empire Ventilators 
outsell all others. 





Empire Ventilation Equipt. Co. 


Sold thru 
leading 
wholesalers. 
See your 
jobber. 


35-39 Vernon Boulevard 
Long Island City 6, N. Y. 
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ting to know yourself; combining 
human and technical know-how; be- 
ing a creative thinker; uniting vision 
and practical outlook; knowing goals 
and approaches; and having genuine 
belief in yourself. Owners and man- 
agers of small firms interested in 
learning more about the subject of 
leadership will also find helpful ref- 
erence sources in Aid No. 46—Small 
Business Administration, Lafayette 
Building, Washington, D. C. 


Blower Control 

TWO-COLOR ENVELOPE STUFFERS 
measuring 314 X 614 in. remind 
dealer-contractors’ customers that 
“Palm Beach” comfort control will 
keep them comfortable in winter by 
eliminating drafts, blower noise and 
cold spots. Titled the “Shivers 
Series,” the circulars illustrate in car- 
toon style the discomforts suffered 
when bathroom, bedroom or other 
parts of the home are inadequately 
or intermittently heated—National 
Modulation Co., 2720 N. Highway 
61, St. Paul 9, Minn. 


Split System Cooling Coil 


BULLETIN 190 gives dimensions and 
capacities of “BAY” split system 
summer air conditioner cooling coil. 
According to the manufacturer, unit 
may be mounted either above or be- 
low the furnace. Features include 
bonderized steel cabinet, large access 
panel for ease of servicing valve, 
and vinyl-coated, glass fiber insula- 
tion—Bohn Aluminum and Brass 


Corp., Betz « . , Danville, Ill. 


Cooling Towers 


BuLLETIN No. KT-104 describes 
“Kennard/Nelson” induced draft 
cooling towers available in three sizes 
with capacities ranging from 7.5 to 
25 tons. Included are specifications, 
performance data and _ illustrations 
showing details of construction— 
American Air Filter Co., Inc., Dept. 
PD, 215 Central Ave., Louisville 8, 
Ky. 
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the best costs less! 


perimeter 
diffusers 








> Auer Perfusaire 
Most advanced, most imitated baseboard diffuser 
in the industry! Only 18” long and 412” high, it out- 
performs 4 to 8-foot units. Package unit, ready-to- 
install with only a screw driver. Matching intake 
(right) completes the perfect perimeter installation. 
* modern as tomorrow 
* fastest installation 
* completely finished in decorator colors 
* highest diffusion capacity 


* equal efficiency for heating or combination 
heating-cooling 


* low unit cost 


For full information or technical literature on the Aver 
Perfusaire and other perimeter diffusers, call or write: 


= SS i om re 
THE AUER REGISTER COMPANY 





“REGISTERS AND GRILLES FOR EVERY HEATING AND COOLING NEED” 
6601 CLEMENT AVENUE . CLEVELAND 5, OHIO 





we hear that... 





1903 MODEL CAR is awarded Roland J. Down Inc. to encourage 
local sales promotion 


NEW CONDENSING UNIT PACKAGE introduced at sales meet- 
ing is examined by dealer-contractor guests ww 


Manufacturer's Sales Meeting Builds 


Dealer-Contractor Enthusiasm 


Preview of expanded 1960 line, plus extensive 
sales aids and ‘Vacation in Mexico for Two’ contest 


develops ‘Partners in Progress’ theme 


More THAN 400 DEALER-CONTRACTORS met in Columbus 
for the second annual Goodwill Get-Together of the Jani- 
trol Heating and Air Conditioning -Div., Surface Com- 
bustion Corp. The dealer-contractors qualified for attend- 
ance through maintaining high technical and merchan- 
dising standards set for the 1959 selling season. 

The two-day meeting was highlighted by the awarding 
of recognition plaques in three categories: 1) 25 years or 
longer as a Janitrol dealer-contractor; 2) first year Select 
Dealer; and 3) second and third year Select Dealer. To 
become a Select Dealer, a dealer-contractor must buy and 
install an annual key dealer’s quota, based on his local 
market. Plaques are awarded the first year. When quotas 

INTRODUCED by (I to r) Robin A. Bell, president, H. C. are reached or exceeded in subsequent years, additional 


Gurney, vice president and Paul A. Ryan, advertising man- merit emblems are given.and added to the original 
ager, is a new model direct-fired unit heater plaque. 
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JANITROL DEALER-CONTRACTORS with 
the division for 25 years or longer were 
awarded the President's Plaque. Seated 
(I tor) are Silveo O. lorio, Floyd F. McCoy, 
C. B. Haning, Robin A. Bell (Janitrol presi- 
dent), Arno Gerdsen, A. T. English and 
Carl C. Kienle. Standing are Kurt Harris, 
James B. Lawrence, Paul Sheehan, Frank 
Adams, George E. Adema, Wm. J. Ten- 
busch and Norman. Richman 


Tell How to Get More Sales 


Programs built around the theme of “Partners in 
Progress,” which are designed to boost sales volumes 
in 1960, were outlined by company officers. One sales 
incentive program features a contest that gives dealer- 
contractors an opportunity to win a Mexican vacation 
trip for two. 

Dealer-contractors were told that to increase sales it is 
essential to: 1) know the function for which the product 
is designed; 2) know its sales features; 3) know the 
application and use of the product; and, 4) keep the pub- 
lic informed. 

In pointing out the need for keeping the pubic in- 
formed, speakers described local level advertising and 
sales promotion aids available from the company. New 
direct mail pieces (36) have been prepared to help sell 
warm air heating, central summer air conditioning and 
direct-fired unit heaters. 


20 Million Cooling Prospects 


The market for central summer air conditioning was 
estimated to be over 20 million homes and this total is 
being increased at an estimated rate of one million more 
homes per year. The United States Census Department 
lists summer air conditioning sales in its nine regions 
as follows: Region 1 (Northeast)—2.5 percent; Region 
2 (Mid-Atlantic) 


Central) 


12.7 percent; Region 3 (East North 
10.6 percent; Region 4 (West North Central) 
9.7 percent; Region 5 (Southeast)—17.6 percent; Re- 
gion 6 (East South Central)—8.5 percent; Region 7 
(West South Central)—23.5 percent; Region 8 (Rocky 
Mountain)—5.7 percent; and Region 9 (West Coast)— 
9.2 percent. 


Split System Installations Growing 


Installation of split systems (evaporator located in duct 
system and condensing unit located outdoors) has grown 
steadily. In 1954, 11.2 percent of the central summer air 
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conditioning installations were split systems. This per- 
centage has increased each year. In 1955, the figure was 
19.2 percent; 1956, 31.7 percent; 1957, 38.4 percent; 
158, 43.0 percent; 1959, 52.0 percent. 

Equipment capacity has its effect on the frequency 
with which split systems are used. It was reported that 
11.4 percent of the installations using a capacity of less 
than 27,000 Btuh were split systems. Percentage jumped 
to 47.3 for capacities between 27,000 and 41,999 Btuh. 
Additional percentages and capacities are: 42,000 to 53,- 
999 Btuh, 13.2 percent; 54,000 to 64,999 Btuh, 17.5 per- 
cent; 65,000 to 96,999 Btuh, 7.4 percent; 97,000 to 134,- 
999 Btuh, 2.8 percent, and over 135,000 Btuh, 0.4 per- 


cent. 


Urge Development of Promotion Programs 


Dealer-contractors were encouraged to develop mer- 
chandising and sales promotion programs that can be 
used to publicize their business and services in the com- 
munity. To show one way to achieve this, a replica of a 
1903 model Oldsmobile was awarded to Roland J. Down 
Inc., Schenectady, New York. The 1903 car will identify 
the company and will be driven about the city whenever 
parades or similar events make it practical to attract at- 
tention to the company’s services to the community. 


Visitors See New Manufacturing Processes 


A tour of the Janitrol plant by the visitors permitted 
them to see new manufacturing techniques, designed to 
produce a better product at lower cost. This tour also 
provided information that will help dealer-contractors de- 
scribe to their prospects how the products are fabricated 
to operate quietly and to require only a minimum of 
maintenance. 

In addition to the dealer-contractor guests, 30 Ohio 
State University College of Commerce graduate students 
attended the annual get-together. Their attendance was 


part of a special course in business research under way 
at the college. 





. . . $0 Why not install 
the one electric humidifier with 
all these engineered features 


* Built-in heating element that pro- 
duces a vapor which rises directly 
into air stream 


* Completely enclosed float switch 
that actuates a solenoid valve for 
precise water level control 


* Cover that prevents crud accumu- 
lation by keeping microscopic 
particles in colloidal suspension 
until exhausted in the vapor 


© Available wired to operate when 
blower is ON ... or for continuous 
operation 


° Compact, easy to install... 
nothing to jam, clog or fail 


Ask your wholesaler about the 
J 


| 
? 


THE KEENEY MANUFACTURING CO 


NEWINGTON, CONNECTICUT 








we hear that 


(Continued ) 





>» Tue Mipvanp-Ross Corp. of Cleveland has pur- 
chased Surface Combustion Corp., including the Jani- 
trol Heating and Air Conditioning Div. and the Jani- 
trol Aircraft Div. Robin Bell, president of the Janitrol 
divisions, said that Janitrol operations would not be 
affected in any way as a result of the merger. 


>» Pexssco INpustries INc. is the new name of the 
former Penn Boiler and Burner Mfg. Corp. According 
to Albert Morrison Jr., president, the change was de- 
cided upon because of the expansion and diversifica- 
tion of products manufactured by the company. 


is 


NEW HEAT PUMP models are introduced by Carl 
W. Millsom, Perfection vice president of sales and 
advertising, who cited 100 percent increase in sales 
of heat pumps 


> Perrection Inpustries, Div. of Hupp Corp., in- 
troduced new products and a new merchandising pro- 
gram to distributors and salesmen attending a recent 
sales conference held at Redington Beach, Fla. Milo 
Chavez, national sales manager of air conditioning and 
heat pumps, presented an analysis of the air condition- 
ing and heat pump market potential. Carl W. Millsom, 
vice president of sales and advertising, stressed the 
point that Perfection heat pumps are specifically de- 
signed for their job, are not standard units converted 
in the field for heat pump use. Mr. Millsom also dis- 
cussed financing programs and outlined the firm’s “Go 
Like *60 Jamaica Holiday” sales contest. According 
to the company, heat pump and air conditioning orders 


taken at the meeting exceeded 20 percent of total sales 
for 1959. 


>» Feppers Corp. has established a new department 
which will have as its sole responsibility the marketing 
of central air conditioning equipment. Claude C. Kirk 
has been named national sales manager and John B. 
Mitchell assistant sales manager of the new depart- 
ment. 


> Rosert R. Porter has been elected chairman of 
the board of Keasby & Mattison Co. In addition to his 
new duties, Mr. Porter will continue to serve as com- 
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we hear that 
(Continued) 





pany president. He has been with the company since 
1955, was appointed executive vice president in March 
1956 and elected president the following year. 


>» ParKker-Katon Div., General American Transpor- 
tation Corp., is now offering pan head type “A” tap- 
ping screws in 1000-piece packages. The new package 
was introduced in response to a need expressed by 
heating and air conditioning dealer-contractors for a 
package containing screws in more than gross quan- 
tities but less than production line quantity. 


>» Howe Lt Evectric Morors Co. has acquired The "STARS" of recent Airtemp business conference were 
Leland Electric Co., Dayton, O. Manufacturing opera- @ 1960 Dodge Dart, "J. Goldenrod Gopher II," and 
tions will continue at the Dayton plant. J. B. Ogden, Chrysler Airtemp vice president in 

; charge of sales. The Dart will be the keystone of the 


S division's 1960 sales incentive program for distributors 
> Repusiic AppLiANce Corp. recently opened a Chi- and dealer-contractors. The gopher is symbolic of 


cago factory the fourth new plant in the company’s Airtemp's 1960 slogan to “Go for 2'° — doubled 
$1,000,000 expansion program. A fifth, in Dallas, is sales, doubled profits 

scheduled for operation by January 1, and a sixth is 

planned for Charleston, S. C., by early 1961. Milton > THe Airtemp Diy., Chrysler Corp., recently held 
J. Stevens, chairman of the Republic firm, in announc- its 1960 national business conference for distributors 
ing the opening of the Chicago plant, said: “We ex- and company field personnel. Orders placed by dis- 
pect to make 100,000 water heaters a year in Chicago, tributors during the four days constitute a “healthy 


with a volume of $5,000,000.” 


start” toward meeting the company’s 1960 objectives, 








the L-28 ECONOMY FLOOR DIFFUSER 


Priced to help you meet any competition! 


Look at these features: 


DIAL DAMPER CONTROL. Just a touch of 

the toe and the damper opens and closes 

gently . . . just enough to give perfect 

control of upward-moving air. 

EXTRA WIDE BEADED FLANGE. The 1-28 

is designed with an extra wide beaded 

flange to make it easy to cover rough = 

finished openings and speed up installa- L-28 


tion. 4’ =« 14 


ADJUSTABLE FINS. Pre-set at the factory size shown 
to give them just the right angle for a full, 

fan-shaped air pattern, these fins may be 

adjusted further, if desired. 


WHEN ONLY PENNIES stand between you and a successful bid on a 
housing project . . . this LOW COST diffuser will always help clinch the 
sale for you. Yet no other budget priced diffuser has so many ideas usually 
associated only with more expensive models. 


“yy A & A REGISTER COMPANY 


8327 CLINTON ROAD - CLEVELAND 9, OHIO «© Allantic 1-6166 
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xhile 


Fuel Oil Filter 
ees 


\ 


POSITIVE 
PROTECTION 


e All Wool Felt Cartridge with Stag- 
gered Fin Design provides maximum 
filtering \urface. Traps moisture and. 
impurities of microscopic size. 

e One-Piece Bow! Construction elimi- 
nates connection leaks at bottom 


¢ Hexagon Extensions for fast, easy 
installation at tank or burner 


e Standard and King Sizes 
to handle every size 


FOR THE JOB, 
BEST FOR YOU 


Super Design plus Competitive Price 
add up to Bigger Profits for You! Mail 
coupon below for the complete story. 


AUTO-FLO CORPORATION 

12085 Dixie Street, Detroit 39, Michigan 

Please send me full information on: 

(0 Aute-Fle Fuel Oil Filter [) Auto-Flo Automatic Humidifier 

Name pu 

Address 
nes Zone State 
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according to Joseph B. Ogden, Chrysler Airtemp vice 
president in charge of sales. One objective, he said, is 
a 50 percent overall sales increase. 


>» KS M Propucts, INc., recently broke ground for 
its new plant and office facilities in Moorestown, N. J., 
approximately four miles from present headquarters 
located in Merchantville, N. J. The new facilities will 
be three times the size of the present operation, accord- 
ing to the company. Occupancy of the new quarters is 
expected by spring of 1960. 


> Ricnarp H. Weser, formerly vice president and 
sales manager of Consolidated Industries Corp., was 
elected president of the firm at a recent meeting of the 
board of directors. 


>» RusseLt Gray, vice president of Carrier Corp., 
and general manager of the Unitary Equipment Div., 
predicts substantial increases in the sale of air condi- 
tioning products. Mr. Gray told more than 400 dis- 
tributor representatives at a recent national sales meet- 
ing that the Unitary Equipment Div. has completed 
production facilities capable of producing close to 50 
percent more goods than during the record high sales 
year just ended. He described the decade of the 1960's 
about to start as offering “really extraordinary growth 
opportunities” to air conditioning distributors and 
dealer-contractors prepared to take advantage of them. 


> THE VENTILATOR DivISION of The Swartwout Co. 
has been purchased by a group headed by G. V. Pat- 
terson, former Swartwout vice president. Mr. Patterson 
now heads the new company, Swartwout Fabricators. 
Inc. Manufacturing operations are being transferred 
to 100 East North St., Kokomo, Ind. 


> Rueem Mere. Co. and Ruud Mfg. Co. have reached 
an agreement under which Rheem will acquire control 
of Ruud, according to A. Lightfoot Walker, president 
of Rheem, and Milton G. Mulme, chairman of Ruud. 
Completion of the transaction is contingent on accept- 
ance by holders of 80 percent of Ruud shares and on 
other requirements. 


> Repusiic Steer Corp. recently was presented with 
the National Association of Sheet Metal Distributors’ 
1959 advertising award. The presentation was made 
by Lee J. Haines, chairman of the association’s adver- 
tising awards committee and president of E. E. Souther 
Iron Co., St. Louis, and was accepted by J. V. Burley, 
assistant general manager of sales for Republic. The 
award was given in recognition of the Republic firm’s 
contribution to the “better understanding by steel con- 
sumiers and the general public of the functions per- 
formed and services rendered by distributors.” 
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appointments... 





> WarreN Fitcu as manager of marketing for the 
packaged heating and cooling department of Chrysler 
Airtemp. Mr. Fitch, formerly director of distribution, 
succeeds Sydney Anderson as head of the packaged 
heating and cooling department. Working directly 
under Mr. Fitch will be Ralph J. Link as sales man- 
ager. Mr. Link was formerly product planner, resi- 
dential units. H. M. Hilburn has been appointed man- 
ager, sales planning, residential products. 


>» Joun A. GREEN as general sales manager of Viking 
Air Products, Div. of National-U. S. Radiator Corp. 
Mr. Green, formerly wholesale division sales manager, 
succeeds Dick Gang, who has joined the Brothers Co. 
of Cleveland as vice president of sales. Mr. Green 
joined Viking’s sales promotion department in 1946, 
has served as a sales representative in the Midwest. 


New England and Metropolitan New York. 


' . : 
John A. Green William F. Peters 


> Wiutuiam F. PerTers as general sales manager for 
the Anemostat Corp. of America. Mr. Peters returns 
to the firm after having served as New York branch 
manager for American Air Filter Co. since 1958. Be- 
fore joining American Air Filter he had been with 
Anemostat for many years, serving as a research en- 
gineer, eastern regional sales manager, and assistant 
general sales manager. 


M. H. Thomas Richard G. Millikan 


» M. H. Tuomas as assistant to the president of 
Norman Products Co. Mr. Thomas, a professional en- 
gineer, has been associated with Mueller Climatrol for 
the past 10 years, serving as sales representative, re- 
gional manager in the central states area, and assistant 
sales manager. Richard G. Millikan has been appointed 
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Kilo fle 160° 


AUTOMATIC HUMIDIFIER 


for all these reasons: 


@ Large, Clog-Free Orifice Replaces Trouble- 
some Needle and Float Valves 


e@ No Moving Parts to Wear or Need Adjustment 
e 50% Greater Humidifying Capacity . 


e Fast Installation in Every T -Furnace and 
Bonnet. And no Call (is—Enjoy Your 


: Wa ¥ 4 } We . 


. aly 


& 


MIRACLE FIBERGLASS 
EVAPORATOR PLATES 
* Pick-Up More Water * Evaporate 
Mere Water « More Porous for Longer 
Life * Built-In Sacrificial Anode 
Protects Pan * Rustproof 

Drain Clips Prevent Drip 


iS ireidkeable 
feather-lite 


MORE and BIGGER PROFITS 
with the Autoflo 150”’ Automatic Humidifier 
Write for Complete Information Today 


AUTO-FLO CORPORATION 
12085 Dixie Street, Detroit 39, Michigan 


Please send me full information on: 

(0 Auto-Flo Fuel Oil Filter [J Auto-Flo Automatic Humidifier 
Name i 

Address 
City Zone State 
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sales manager. Mr. Millikan joined the company in 
1950 as an engineer. Before his recent promotion he 
was assistant sales manager. 


> Jack Rocers as southwestern regional sales man- 
ager for the Emerson Electric Mfg. Co. The southwest- 
ern region, formerly a part of the overall southern re- 
gion, includes New Mexico, Texas, Oklahoma and 
Arkansas as well as parts of Mississippi, Tennessee and 
Louisiana. Floyd C. Weaver has been appointed super- 


visor of small open motor sales, a newly created posi- 
tion in the company’s Motor Sales Div. He will work 
out of the company’s main offices located: in‘ St. Louis, 


Mo. 





> Howarp KRUEGER as Michigan district sales man- 
ager for Heil-Quaker Corp., handling the sale of gas 
and oil central heating and summer air conditioning 
equipment. 


Howard Krueger Glenn A. Olsen 


>» GLENN A. OLSEN as a member of the sales staff of 
Research Products Corp. He will serve a territory in- 
cluding Arkansas; Oklahoma; Memphis, Tenn.; and 
part of Texas. He will have headquarters in Oklahoma 
City. 


> Frank K. Piatt as assistant to the manager of the 
School Air Systems Div., American Air Filter Co., 
Inc. Mr. Platt, formerly central region manager, will 
move from Detroit to the firm’s home office in Louis- 
ville. 


> WrriaM C, FiscHer as assistant to Lee Z. Wilkins 
at the. Ambler, Pa., plant of Keasbey & Mattison Co. 
Mr. Fischer, formerly Cleveland district manager, 
joined the firm in 1926. Succeeding him at Cleveland 
is Harlan J. Corson. 


> W.H. Lambert Co., Detroit, as exclusive distribu- 
T o tors of “Lo-Blast” and “Economite” gas conversion 


burners in the Florida territory for Mid-Continent 


HEATING & VENTILATING CO. Metal Products Co. Since 1946 the Lambert firm has 


Since 1006 handled the sale of gas conversion burners in Michi- 


96 IRA AVE. AKRON, OHIO gan for Mid-Continent. 
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460 AIR 
METER 


SUPPLY GRILLE VELOCITY 


| AN ALL-PURPOSE 
| LOW-COST 
INSTRUMENT 
FOR STATIC 
PRESSURE AND | 
AIR VELOCITY RETURN GRILLE VELOCITY 


MEASUREMENTS 
CO 


High and low ranges give 

direct velocity readings from 
260 to 4000 fpm., static 

pressure readings from .005 OVER-FIRE AND 
to 1.0 inches of water. A SMOKE PIPE DRAFT 
complete instrument kit 
with every accessory needed 
for adjusting and balancing 
air conditioning, heating 
and ventilating equipment. 
The entire kit will fit in 


your shirt pocket. STATIC PRESSURE 


WRITE FOR BULLETIN B-9 


FLW. DWYER MFG. CO. 


P. O. BOX 373-F MICHIGAN CITY, INDIANA 


High, efficient heat 








Bench Furnaces for soldering coppers, heat- 
treating, tempering, annealing, case-hardening 


No. 101 


A powerful, economical bench 
furnace for any carbon steel 
tool or small metal parts 
work. No blower is needed, 
hence no muffle. Johnson 
patented curved hood forces 
return blast over work. 
Equipped with baffle plate, 
shut off valve and pilot light. 
Firebox 334” by 44%2” by 52” 
13,000 BTUs per hour 

per burner. 


No. 118 Combination 


Ideal for all around shop use. 
Has 22-lb. capacity melting 
pot for soft metals such as 
lead and babbitt. Shelf in 
rear of firebox supports and 
protects points of soldering 
coppers. Johnson patented 
curved hood. Refractory lined 
firebox 614” by 5” by 612”. 
13,000 BTUs per hour per é 


(OE TT Ek EGE ABE IE | 


burner. Baffle plate maintains 
heat and even temperature. 


Write today for free Johnson Catalog 


Johnson Gas Appliance Company 
580E Avenve NW, Cedar Rapids, towa 


ta burns gas () took to Sohanon 
Since 1903 
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Cuts Your Stock Requirements 7, 


¢ Wide-range adjustable collar (pats. pend.) 

¢ Clog proof + Baffles stop rain and snow 

¢ No down draft « Positive draft action 
VERSACAP’S exclusive adjustable collar greatly reduces in- 
ventories since four models fit pipe diameters from 3’ 
thru 8% " inclusive. It’s so versatile it can be used for any 
type of installation. Made of corrosion resistant alumi- 
num and is designed for all fuels—gas, oil, coal, wood. 


Write today for the New VersacaP Catalog Sheet 


Desue Wesoinc CO., INC. 


W. CARROLL AVENUE CHICAGO 12, ILLINOIS 


3 
“7305 








WORLD’S LARGEST 
MANUFACTURER OF 


ONE-PIECE 


| ; STAMPED 
~' 7° \ PULLEYS 


' Long the favorite with 
Original Equipment Manu- 
facturers of Automobiles, 
Heating and Air Condition- 
ing Equipment. 


THEY COST 
YOU LESS! 


Because they are made in ONE-PIECE 


ZATKO ONE-PIECE PULLEYS— 
Are Stronger, wear longer and cost 
you less. Hundreds of thousands 
now in use. Write for Literature. 


METAL PRODUCTS CO. 


70850 ST. CLAIR AVE 
CLEVELAND 17, OHIO 





: 
: 


LOUVERAIL 


CAIN MANUFACTURING, INC. 
Birmingham, Alabama 
1111 North 5th Ave. Phone FA 2-0354 


At last! A remarkably efficient low-cost humidifier 
for the forced hot air heated home is available. No 
electricity—No time-consuming installation—No 
expensive maintenance calls. The Reliable Humidifier 
is easily installed in a matter of minutes with one 
simple water pipe connection, and delivers years of 
dependable, trouble-free, healthful humidification at 
the desired 35% to 45%. 


Be sure to write today for detailed literature, price list, 


and promotional assistance information 
Qualified Manufacturers’ Representatives Inquiries Invited 


RELIABLE EQUIPMENT & SUPPLY CO., 727 FAIRFIELD AVENUE, 
KENILWORTH, NEW JERSEY 


| 
| 
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> KenNerH JUNKER as midwest factory representa- 
tive for the Payne Co. Mr. Junker will handle the sale 
of both heating and air conditioning equipment in 
Minnesota, lowa, North and South Dakota. 


> Epwarp Lepowsky, 41-09 149th PI., Flushing, 
N. Y., as a sales representative for the Field Control 
Div., H. D. Conkey & Co. Mr. Lepowsky will cover the 
greater New York area. 


- 


Edward Lepowsky R. F. Paling 


> RK. F. Paine as a sales engineer for the Appliance 
Control Department of General Electric Co. Mr. Paling 
will be responsible for the sale of heating controls in 
a territory including Pennsylvania, New York, New 
Jersey and New England. In addition to handling 
product sales work he will coordinate field sales efforts 
of district sales engineers in his territory. 


> Rosert C. CromsBie as a member of the sales 
department of The Johnson Furnace Co. For the past 
several years he has been associated with the Flower 
City Furnace Co., Rochester, N. Y. 


Robert C. Crombie George B. Brown Jr. 


> Grorce B. Brown Jr. as a factory representative 
for Morrison Steel Products. Mr. Brown will be re- 
sponsible for sales of “Mor-Sun” heating and air con- 
ditioning equipment in the western New York area. 


>» Roy Lansinc, formerly Chicago district manager 
for the Unitary Equipment Div., Carrier Corp., as 
manager of the division’s western region. He will have 
headquarters in Los Angeles. Succeeding Mr. Lansing 
as Chicago district manager is Richard K. Chapman, 
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5-SECOND / 
APPLICATION. 


FOR INSULATION 
ANCHORS and FASTENERS & 


SticKlips 


@ Strong Positive Bond 


Stic-Klips ® are time and labor sav- 
ing fasteners for attaching insulation, 
strapping, metal lath wall fixtures, 
wiring and conduit to curved or flat, 
metal or masonry surfaces. 


Application takes only seconds. All you do is apply a thin 
coat of Stic-Klip(@® adhesive to the base of a Stic-Klip ® 
fastener with a putty knife. Apply another thin coat as 
primer base on porous surface area. Place Stic-Klip ® 
fastener to primer base until adhesive fills holes. Clean off 
excess adhesive with putty knife. 


Write for your application bulletins, Today! 


Stic Khip : a aCTURING CO 


gent St Cambridge 40 Mass 














How to balance air conditioning, 


heating and ventilating systems 


with the NEW 


DOOOUALeYw 


ANEMOTHERM 


Color-coded pushbuttons put air velocity, air tem- 
perature and static pressure at your fingertips in 
the new Model 60 Anemotherm Air Meter. De- 
veloped by the Anemostat Corporation of America, 
this versatile, accurate instrument helps you bal- 
ance and check any air system. It pays for itself 
through time saved on only one major job. 

e@ Write for Bulletin 55. 


AC 1336A 


ANEMOSTAT CORPORATION OF AMERICA 


10 EAST 39th STREET, NEW YORK 16, N. Y 








PREssuriZED 


Fresh preheated air brought into the home 
under controlled conditions with the- 


DIBERT PRESSURIZER ‘BSB 


a 





Solves many heating problems 


Field Tested in Flint, Michigan, for two years with over 500 
satisfactory installations. 


VY Fresh Pre-Heated air supplies ample combustion air for 
economical furnace operation 


VY —s—~Pressurizing home nevtralizes infiltration and eliminates 
many of the drafts “Cold” rooms are made more 
comfortable 


Humidity content is normally increased making living 
in the home more enjoyable and healthier. 


Unpleasant odors from cooking and tobacco and harmful 
gases, such as carbon monoxide, disappear rapidly. 


Simple installation — — over 200 in Flint were home-owner 
installed. Easy to handle — — less than 10 Ibs. No service 
problem — — automatic control. 


Write for further details on your business letterhead. 
Protected dealerships available. 


*Patent 4 Y M Cc Oo . l nc. Migs. 


. Reps. 
Pending 1627 W. Fort St., Detroit 16, Michigan Wanted 
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in individual 
cartons! 


SCHAEFER 


No more pricked fingers or danger from rusted bristles. 
Easier to display, merchandise and handle. 
Longer-wearing SILVER-BRITE RUSTPROOF WIRE or Black 
Tempered Wire. 
Every Carton clearly marked as to number, shape, size or 
specifications. 

@ Each and every brush in its own carton insures clean stock 
and eliminates re-wrapping. 


@ There's a correct Schaefer Brush for every industrial and 
domestic use. 


Schaefer's special alloy “Silver-Brite” rustpoof spring steel 
wire has been developed for longer wear, more effective 
cleaning. Here's extra value, extra satisfaction in any brush 
and each is individually packaged for easier handling. 


CREASE 


- Nhite for SCHAEFER. Catalog 
SCHAEFER BRUSH MFG. CO. HaRSapeeeerm rere: 


arushes 


information on. any 


117 West Walker St. Ss mt pt 
Milwaukee 4, Wisconsin ssaewrernert 


specific 





SHEET METAL BENDING BRAKE 


Bends Sheet Meta! ALL THE WAY OVER 
AGAINST ITSELF Without Re-positioning 


Forms Boxes with in- 
ward or ovtward turned 
flanges 


TYPICAL 
BENDS 


Smith's Sheet Metal Bending Brake is 
a ruggedly built production tool, cap- 
able of making almost any desired 
bend quickly, easily, and accurately. 
When required, hold;down mandrel segments 
may be removed to permit bending box sections, 
etc. Bends made on a Smith's Brake are always 
straight because bending force is applied up 
through the edge of the mandrel blade—not 
against its side. Thin section of mandrel segments 
permits getting into corners, slots, or crevices too 
tight for any other equipment. 
Mats in 3 Models: Capacities of 14, 16 and 20 ga. 
and bending widths up to 48”. 
Write for descriptive catalog and complete 
information, 


R. E. SMITH MANUFACTURING CO. 





BEVERLY SHEARS SAVE 
TIME - LABOR: MATERIAL 


Make any cut 

curved, straight or ir- 

regular, faster, easier 

and better with less 

material waste on a 

Beverly Throatless , 

Shear. You can turn B-3 with 
- Ball Bearing 

work to any position Hold Down 

and make a clean cut 

as you go. Handles 

heavy gauges with 

ease — lighter metals 

without distortion. 4 

models—capacities 18 

gauge to 4,4" mild 


INSIDE SLOTTER 
8” Reach—16 ga. capacity 


Makes inside slotting cut- 
ting faster, easier, cleaner 
Punch and die arrange- 
ment of 5 blades assures 
accuracy. clean cutting 
action uts 212” x 's” or 
219” x Ye" slot not one 
stroke Throat design per- 
mits pivoting were at any 
point in stroke for special 
inside cuts. Note sample 
cuts at left 

See your Beverly Dealer or 
write for illustrated catalog 


SHEAR MFG. CO. 
3020 W. 111TH STREET - CHICAGO 43, ILLINOIS 
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formerly district representative in Detroit. Herbert E. 
Miller, formerly district representative in Washington, 
D.C., has been named Philadelphia district manager. 


» Joun C. Coortey Co., Waterloo, Wis., as repre- 
sentative handling the sale of roofing and siding prod- 
ucts for Aluminum Co. of America. The Cooley firm’s 
territory will include Illinois, lowa, Minnesota, North 
and South Dakota, Nebraska, Missouri, Montana and 
Wisconsin. 


>» L. E. Woo.r as a sales representative for the Oil 
Heat Div., Webster Electric Co. Mr. Woolf will cover 
a territory consisting of Alabama, Delaware, Florida, 
Georgia, Maryland, Mississippi, New Jersey, North 
and South Carolina, Virginia and Washington, D. C. 
as well as parts of Pennsylvania and New York City. 


> Haron S. Kine as district sales manager of the 
central southern states area for Copeland Refrigeration 
Corp. He succeeds Russell E. Comstock, who recently 
was named chief engineer, new products, at Copeland. 
For the past six years. Mr. King was sales engineer 
for Penn Controls, in charge of the southeastern states 
region. 





OW a comptetety 
Stainless Steel 
Humidifier 


@ Stainless for greater sales appeal — more 
profit. @ Re-engineered to avoid troublesome 
“calibacks” . longer service-free perform- 
ance. @ Water leveling type . . . new type dia- 
phragm seat. @ Adjustable to water pressure 
level. @ Competitively priced. @ Guaranteed. 


Write today for Free Illustrated Literature 
AUEMAriC HUMIDIFIER CO. @ CEDAR FALLS, IOWA 
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SWIVEL HEAD SQUEEZER TONGS 

For closing Government box ‘ock connection on 
duct work and all standing seams. Swivel iead 
makes tongs usable on ali four sides, in 
either vertical or horizontal position. 


for a complete 
line of HANDY 
TOOLS AND 
EQUIPMENT 


CLEAT DRIVE NOTCHER > 
Handies up to 3” wide, 22 ga. 
or lighter. Hand or foot opera- 
tion. Mounts on bench, or on 
job with clamps, or bolts and 


REINER & CAMPBELL CO., INC. 


P.O. Box 5035 
Newark 5, N.J. 


CLIP 
PUNCH > 


For fastening slips 


thicknesses of 18- 
ga. steel. No ham- 
mering or flatten- 
ing out to fasten 
slip to the duct. 


SOLDERING 
OUTFIT > 


Wit! give you hot soldering iron 
in .one minute—Solders eight 
how's for 10c—Right amount of 
heat—No changing of irons— 
Make your own fuel from water 
and carbide 














ORNAMENTS 


STAMPINGS & SPINNINGS 
Zinc Ornaments Available From Stock. Copper, 
brass, bronze, aluminum and stainless steel ornaments 
made up promptly. 


If you don’t have catalog K, send for it NOW 
MILLER & DOING 


89 ADAMS STREET 





BROOKLYN, N.Y. 





Get 





CALL, WRITE OR Wik” NOW: 


FLOOR FURNACE 
with a FILTER 


ONLY G/A HAS THESE ADVANTAGES 


30” HIGH . . . 161” below joist. 
INSULATED JACKET 

CIRCULATED, FILTERED AIR 

QUIET OPERATION 

RETURN AIR OPENING . 

te facilitate a return-duct| if used. 
EASY ACCESS... 

for filter removal or furnace service 


from oon. 
@ PRE-ASSEMBLED & WIRED 


GENERAL AUTOMATIC PRODUCTS 
CORPORATION 
2300 Sinclair Lane 
Baltimore 13, Md 
EAstern 7-7703 


the complete stor 








- + find what you need quickly 
and economically through 


CLASSIFIED 
ADVERTISING 


Rates for classified advertising are 12 cents for each word including heading 
and address. One inch $6.00. Count seven words for keyed address. Minl- 
mum $2.00 for each insertion. Cash must accompany order. Closing date 
20th of month preceding issue 





wv SITUATIONS OPEN 


HELP WANTED 

MANAGER OF vey AIR — & 
HEATING SALES The Trane 

mediate opening for 

g and heating proc 

dle position at the € r 

vecessary in residentiz and air heating t a , ne 

oe gaa , s markt, bog _ to 

selling experience calling ne : i ret. . 

open. Contact G. R se ge es - om 

ment, The Trane Corr ¥ 


v AGENTS WANTED 








commercial 


J equipment 


nd residential heatin 
S$ ope n the state 
oolin 
d line company 


ict is 


AAA 
excel 


Gistribt 


tractors 


SALES ENGINEER 

production Handle 
unique, universal nibb Extensive trave 
Address Key 1168 Amer Artic 6 N Vick 
Ave Chicago 2, | 


you can offer what 
a progress 
answer directed 


Artisa 


nect th ye compar 
_— € with ve company 
to 


Experienced in Sheet Metal 
aad demmnnsbraties ¢ r prompt 
: Americar N 


1170 6 N. Mic 


n 


Superintendent 
west location 
n architectural 
and custom 
of 
N 


iste 


alified 


shop les 


for general sheet metal { seeks qua 
M T xas 


100,000 populatio 
heet 
Stainless fabricatior 
experience. Reply Key 1158 
Michigan Ave., Chicago 2, | 


Oklahoma Tenne 
to establish distribi 

jobbers 
Michigan 


meta mechanica heet meta 


ition 
Reply Key 11 
, Chicago 2 


\ Ave 


papers mee S AGENTS — Our full line of light 


rated and financially 


actively 
following among distrib- 
who 


we 


Sales 


Manufacturer of Round Ceiting Diffusers — Registers 

d ed represent 
»ssee 
among 


i FOR SALE 


Ductmaster for 
purchase price 
rotcher 3 phase 
sed machinery 
302-4th St 


sale. More than 50% off original 
10’ x 4’ table with a 10’ power 
220 volt 60 cycle motor. New and 
bought and Mel-Aire Company 
Charleroi, Penna 


g and air condition 
s of Ohio, Indiana 


sold 


SHEET METAL MACHINES 

$95.00; 5’ floor, $80.00 
$42.00. Free folder. Vyke 
Denver 11, Coloradc 





36”, 
” 
Co 


$37 00. Box 
$18.50; 24” 
E4158 Jasor 


ent and priced to 
connect with a top 


covering the 


Brakes: 
Shears 
Mfg 

service 


the air 


want and wish to 
we will appreciate 
Manager, Key 
Ave., Chicago 


Limited quantity direct drive 10” 
blowers 1/6 HP. Below OEM cost. Produced by « 
popular manufacturer. $13.95 and $14.95 each in lot 
ft or more. F.0.B. Charleroi, Pa. Will sell single 
10% higher Aire Company 4th 1 

Penna 


and 12” axial flow 


higan 
en 

nits at Mel 
harleroi 


1 EQUIPMENT WANTED 


30 


ation in Colorado 
Missouri General 
Heating, Air 
American Arti- 





67, 


Til 








WANTED TO PURCHASE: Late model, good con- 





i LINES WANTED 
An aggressive manacturer’s organization covering the 

District of Columbia, Virginia and the Caro 
desires exclusive lines on t najor equ and a 
accessories. Address Key American Artisan, 6 
N. Michigan Ave., Chicag 


as 
pment 


1169 


Buy AND HOLD 
U.S. SAVINGS BONDS 


dition, Lockformer Standing ‘'S*’ 
rolling machine, 8-10 stations; 
rolls to fabricate 2” and or %” 
tubing from cut to size 12 
stock. Frank Johnson 
bridge, Mass 


cleat inboard 
preferably with 
0.D. butt seam 
gauge aluminum flat 


Two Wright Street, Cam 
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SERVICE SECTION 


Rates for display space in the Service Section are $12.00 
per inch per insertion. One-inch minimum space accepted. 


Closing date — twentieth of the month preceding issue. 





CONSISTENT USE OF SPACE IN THIS SECTION IS A GOOD INVESTMENT 








CUT INSTALLATION TIME 
KWIKHANGER 
Hammer knife 
edges into joist, 
pick up pipe 
and ~~ it “" . 3 
Fits 4" throug ee, 
os ? 
(3 


AK 


Jed veaT-tane 


A 
Tighten two bolts like a 
drawband on class B vent. 
4”, 3”, 6”, J ' Nail to subfloor or ceiling. 
8”, 10”, 12 Automatic 1” fire clearance 
Dealer, Wholesalers, Agents, write 


LANE SHEET METAL, INC 


c/o Herb Gibson 
5634 E. Glenmoor Rd., Hopkins, Minn. 


> 














You give food cand friendship 
with every $1 package you send 
to the world’s hungry thru the 
CARE Food Crusade, New York 


Look! 


PROVEN - the most important advance- 
designed for the betterment of the 
forced air heating industry. 


CSRs * * SRR RRR e 


7 
trademark E 


SOLVES THE PROBLEMS 
OF FORCED AIR HEATING! 


automatically modulates blower speeds 


Send for FREE illustrated brochure 
B. NATIONAL MODULATION CO. 2730 N. Hy. 61, St. Paul 9, Minn. 


ocean? 


Prey) vere | tt ) | ee ee 





Evaporative Coolers, Poultry 
Troughs, etc. 


Operates in 1” of water. 
DAN MOREY 


814 $. Rebertsen 
les Angeles 35, Calif. 














“CORRECT PRACTICE 
in Ol HEATING” 


This special series covers every angle of oil 
burner work, including arrangement of shop 
. stocking parts . . . record-keeping 
- installation procedures . . . the han- 
dling of crews . . . how to make heating 
surveys . . . how to size combustion cham- 
ber . . . how to install thermostat .. . 
how to start the burner . . . how to use 
testing instruments . . . and how to operate 
a service department. It contains, as well, a 
complete list of causes and cures of oil 
burner trouble that will serve as a reliable 
guide in making service calls. 
Every shop handling oil burner jobs should 
own this book. Full size, 8% by 11 inches 
— 57 pages of practical helps. Send $1.00 
for a copy to the address below. 


KEENEY PUBLISHING COMPANY 
6 No. Michigan Ave., Chicago 2, Ill. 








RECLAIM LOST HEAT 


WITH A 


Hampden 
FREE HEAT SAVER 


THERMOSTAT CLAMPS ON 


SMOKE PIPE 
TO FURNACE 
ILER 


WARM AIR 
OuTLeT 


The Hampden Free Heat Reclaimer will 
blow heat to any room. Clamps outside 
smoke pipe, cannot affect draft. No 
tubes to soot up, no cleaning. 
Controlled by thermostat — wired, 
adjusted and tested at factory. 
Dealers-distributors wanted. Write today 


to 
HAMPDEN HEATING SUPPLY 
93 Broad St., Springfield, Mass. 
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SO SOFT RUBBER 
KNEE PROTECTORS 
EVERY ROOFER SHOULD 
HAVE A PAIR. 
PRICE $2.50. 
ORDER YOURS TODAY. 
JOHNSON 


LADDER SHOE CO. 
EAU CLAIRE, WIS. 








| 
| 


| 
| 
| 
| 


| Made in vanous 
capacities up to 
420,000 BTU Poo’ 


Write for descriptive 
literature, prices and 
discounts. Effective 
contro! of humidity Is positively 


assured by installing Monmouth Humidifiers. Simple 
installation and greater customer satisfaction mean 
larger profits. 


CLEVELAND HUMIDIFIER CO. 


7802 Wade Park Ave. Cleveland 3, Ohie 











V AIR Loss 


AIR 
DISTRIBUTION 


IN 30 SECONDS 
with 
safe + fast * positive 
Kilgore 
SMOKE CANDLES 


Write Today For Catalog 
Kilgore, Inc., Westerville, Ohio 











... world’s largest and most 
modern air distribution and 
venting equipment plant 


OVER 300,000 SQ. FT. OF FLOOR SPACE. 


EQUIPPED WITH THE FINEST, HIGHLY SPECIALIZED 
EQUIPMENT AND AUTOMATED TO A REMARKABLE DEGREE. 


COMPLEMENTED BY A TESTING LABORATORY THAT INSURES 
ABSOLUTELY ACCURATE AND RELIABLE ENGINEERING DATA 
FOR EVERY ITEM IN THE LINE. 


ALL DEVOTED TO PROVIDE YOU WITH THE VERY 
FINEST REGISTERS, GRILLES, DIFFUSERS AND 
GAS VENT PIPE FOR EACH AND EVERY TYPE IN- 
STALLATION . . . AT COMPETITIVE PRICES. 


HART & COOLEY MANUFACTURING CO. 
S00 EAST EIGHTH ST. © HOLLAND, MICHIGAN 
IN CANADA: HART & COOLEY MANUFACTURING CO., FORT ERIE, ONTARIO 
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Series provide the ideal Registers 
and Grilles for all commercial instal- 


—one of four series offering 
lations, large or small. 


the right Diffuser for each per- 
imeter installation 


— step- 
down type face. Provides more CFM 
than any similar Diffuser at the same 
pressure loss. No. 15 has flush face. 


above, is one of three series 
of Registers and Grilles offering widest 


choice for inside-wall air conditioning. floor register 


Matching Cold Air Return is No. 265 
IN ADDITION TO REGISTERS, GRILLES — one of three choices for gravity 
i llation. 
AND DIFFUSERS FOR EVERY TYPE OF 0” 
WARM AIR HEATING AND AIR CON- 


DITIONING SYSTEM... 


also offers the newest and 


finest line of type “b” gas vent 


QWETLVENT 


THE IDEAL DOUBLE-WALL VENTING 
SYSTEMS FOR ALL TYPES OF GAS-FIRED 
HEATING EQUIPMENT AND GAS 
WATER HEATERS. 


™ 


500 EAST EIGHTH ST. © HOLLAND, MICHIGAN 
IN CANADA: HART & COOLEY MANUFACTURING CO., FORT ERIE, ONTARIO 
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Century Helps 


You Sell Them A 


— Both Heating and Cooling...Gas or Oil 


Century is the one line that’s complete for all the jobs 
in your community with a full range of capacities 
from 65,000 thru 380,000 BTU'’s. 


It’s the one line on which you can concentrate your 

promotion. You will be sure to have the capacity to fit 
the job—in a Hiboy,Counterflow, Horizontal or Basement 
model for big home or small . . . school, church or store. 


Whether it be new installations, remodeling or 
modernization, Century works with you all the way. 
And remember, in all local promotion, Century sells you 
first as the most reliable, best qualified dealer in 

your community with a co-op advertising program 
that is different. And Century is not only priced to 

sell at a profit, but is designed and built to let 

you keep the profit you make! 


But get the full story that your Centuryman 
can give you in just 7 minutes. 


The coupon will bring him to you—without obligation. 


Lentur 


AND COOLING TOO! 
peeee soe eee = 


i Jerry Johnson, Sales Manager 
Century Engineering Corporation 
§ Cedar Rapids, lowa 


Sure, I'll look and listen for 7 minutes. 
NAME 

COMPANY 

ADDRESS 


CITY STATE 
Contractor _| Wholesaler ] Mfgrs. Rep. 























